A 
& 


, ge 4 ais 
is 


4 7 eas ‘ ates ei ee tan ye ‘ . ee : 

#4 i “iSogh Le , ney: Ae Carag , : t ay wh : 
nine ” ee ; ee =e eta “ es De 

_ “tia Aas he Re ae, be" 7 i" ee ate ahs eet He: 
“a ah Gee ok EY ee ve ; "cara ie ame ; ; 


20 AIR CONDITIONING & REFRIGERATION NEWS, JULY 27, 1938 ; 


Has the Abso-Dry Pressure-Sealing Process 
Brought New Efficiency i in Dryer Performance? 


“Yes!” shouts the industry with an avalanche of orders. Today every man in the field should 


know that a dryer that does not hiss is as obsolete as a celluloid collar and a fancy vest. 


Henry’s exclusive process first removes every trace of moisture from a dryer; then it is pressure— 
sealed with dehydrated air. No matter how long a period may elapse until actual installation, 


this fact stands out: The hissing sound you hear when you loosen the seal cap of a Henry Dryer is 
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Anything Can Happen 
In Russia, N. Y. 


Having already had its air con- 
itioners adapted for mushroom 

wing, its oil furnaces used for 
drying walnuts and raising orchids, 
its washers put into service as trout 
exercisers and potato chip driers, 
and its ironer used for drying 
photographic prints, it didn’t sur- 
prise General Electric Co. in the 
jeast that a G-E domestic oil burner 
has been applied to a bakery oven in 
Russia, N. Y. 

The application may open up a 
jucrative field, thinks G. H. Heacock, 
of the General Air Conditioning Co., 
Utica, N. Y. G-E distributor, who 
says that both heating time and 
operating costs have been cut by the 
oil burner’s use. 

Burner brings the temperature of 
the oven from a cold start to 550° F. 
in less than five hours, whereas a 
day and a half was required to ac- 
complish the same result with coal. 
Maintaining a desired temperature 
also has been found to be easier. 


And Now They’re 


Incubators! 


Real double-duty unit is the gas 
household refrigerator owned by 
Arthur de Pauw of Anheim, Calif. 
... for in addition to freezing its 
usual quota of ice cubes, it has been 
pressed into foster-motherhood as an 
egg hatcher. 

Mr. de Pauw found some quail 
eggs in his orange orchard. Bringing 
‘hem home, he placed them in an old 
hat over the refrigerator’s warm air 
vent. 

The eggs hatched—and seven young 
quail still call the old hat “home, 
sweet home,” 


Sales Mean Jobs 


Pes 

George Mason’s National Sales- 
men’s Crusade is not “just one of 
those ideas” that starts like a whirl- 
wind and then disappears in its own 
cloud of dust. The campaign is still 
going strong, and getting real results. 

You know those “Sales Mean Jobs” 
buttons on salesmen in many lines of 
endeavor, 


Among the Crusade stories re- 
Ported to Kelvinator headquarters 
in Detroit last week, here are some 
typical examples: 

Walter Landback, one of the Old 
Timer star salesmen of the Detroit 
Kelvinator Branch, stepped out in 
the month of June on the Bell- 
Ringers Campaign and made his 10- 
A-Day pay-and-pay-and Pay! 

Forty-two sales in the 22 working 
(ays of June is the record hung up 
by Mr. Landback. 

During the last week of June Mr. 

Ndback made 60 calls on pros- 
pects, 20 cold canvass calls, secured 
new prospects, and made these 
Sales— 

13 Refrigerators 

anges 
1 Washing Machine & Ironer 
1 Oil Burner 
*. * 


— J. Carney, of the H. L. 
; ric Co., Greensburg, Va., made 
a calls, 82 cold canvass 
an in six days. He Sok six refrig- 
ee and got eight new prospects. 
ion Kasdan, of Gerson’ Radio, 
ridge, Pa. sold two refrigerators 
one washer in one/ day. He made 
Prospect calls and 14*cold canvass 

: Six new prospects W&re secured. 


W.s Pa.’ 

et; Mullan, of Aliquippa, Pa. ‘on 

Co} 
. canvass calls. He made two 
oncluded on Page 2, Column 5) 
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481 Westinghouse 
Units Ordered For 


Private Project 


COLUMBUS, Ohio — What is 
thought to be the largest single order 
for electric refrigerators ever placed 
in Columbus or the state of Ohio, 
481 units with a retail cost of ap- 
proximately $75,000, has been placed 
with Westinghouse Electric & Mfg. 
Co. and its central Ohio representa- 
tive, American Sales Co., by the L. 
L. LeVeque Co., for use in a private 
housing development. 

Announcement of the order was 
made by N. E. Wooters, manager of 
the new construction service of West- 
inghouse, who completed the negotia- 
tions with L. L. LeVeque, Sanders A. 
Frye, and H. M. Boyajohn of the 
LeVeque Co. 

The 481 refrigerators are for use 
in the $2,000,000 Olentangy Village 
development, a private real estate 
development at the edge of Colum- 
bus. They are standard models from 
the current Westinghouse line, Mr. 
Frye said. 

Olentangy Village consists mainly 
of three, four, and five-room apart- 
ments, and will be ready for occu- 
pancy about Oct. 1. Two hundred and 
seventy of the apartments already 
have been leased, the builders say. 

First shipment of refrigerators on 
the project is to be made by Sept. 1. 
Approximately 500 men are at work 
on the development. 


Fall Merchandise Mart 
Planned In Cleveland 


CLEVELAND — A_ merchandise 
mart ane ‘inic for retailers of north- 
eastern C: 9 will again be held here 
early in September by the Electrical 
League of Cleveland, J. E. North, 
League president, has announced. 

Official pronouncement of _ the 
League’s decision was made at a 
recent meeting of the civic steering 
committee organized to formulate a 
city-wide ‘Cleveland Plan” to pro- 
mote sales locally and nationally, 
and to offset some of the unfavor- 
able publicity which the city has 
received in connection with its “re- 
lief crisis.’ Mr. North is general 
chairman of this committee. 

The joint program calls for a sur- 
vey of consumer needs and buying 
plans, and then a general stimulation 
of the sales organizations of various 
wholesale, retail, and service indus- 
tries and a concentration of sales 
effort on the potential market indi- 
cated by the preliminary survey. 

Keynote of the entire program, Mr. 
North pointed out, is “Sales Mean 
Jobs.” 

As an example of what consumer 
surveys can show, Mr. North cited 
a test made by the league in which 
it covered 1,146 homes and asked 
what major item of merchandise or 


(Concluded on Page 2, Column 2) 


Charlie McCarthy ‘Talks’ 
At Coast Trade Dinner 


SAN FRANCISCO—Featured by 
a surprise direct-line talk from Edgar 
Bergen and his inseparable cohort, 
“Charlie McCarthy,” the Western 
Radio & Appliance Trade dinner was 
held here recently at Western Mer- 
chandise Mart. 


Regular speeches were presented 
by Ralph C. Cameron, sales manager 
of household appliances for Kelvin- 
ator division, Nash-Kelvinator Corp.; 
L. J. Stutz, general sales manager of 
Majestic Radio & Television Corp., 
Chicago; and Vernon E. (Sam) Vin- 
ing, manager of department store 


sales for Westinghouse Electric & 
P Mig. Cory | 


“= The surprise “double talk” by the 
‘Bergen-McCarthy team was arranged 
‘by Majéstic Radio & Television Corp., 
and was presented over a direct line 


(Concluded on Page 16, Column 5) 
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Union Seeks To 
Set Practices In 


Cleveland Area 


Plans To Police Trade 
Made By AFL Radio 


Service Group 


CLEVELAND — Proposals which 
would give the Radio Service Men & 
Technicians Local of the A.F.L. 
Electrical Workers Union control 
over the enforcement of fair trade 
rules in the appliance industry here 
are being considered by appliance 
retail and wholesale groups in a 
series of meetings. 

In a half dozen meetings already 
held, union spokesmen have explained 
the proposals to the appliance men, 
and plans for organizing and policing 
the trade have been discussed. 

Besides governing trade practices, 
the union also would organize appli- 
ance salesmen. The entire union-con- 
trol setup for Cleveland would be 
similar to that now in effect in Mil- 
waukee, where the union has exerted 
its authority to penalize dealers for 


(Concluded on Page 2, Column 4) 


Distributor Ups Salaries, 
Gives Back-Pay Bonus 


MILWAUKEE—A _ substantial in- 
crease in business has made possible 
restoration of a 10% wage cut to 
employes of Taylor Electric Co., 
Leonard distributor here, and a bonus 
equal to the amount lost by employes 
during a seven-month period of the 
lowered wages, John A. Taylor, pres- 
ident, announced July 30. The salaries 
had been reduced last Jan. 1. 

Mr. Taylor suggested to the firm’s 
25 employes that they spend their 
bonuses for things they need, there- 
by helping along the National Sales- 
men’s Crusade. 


Commercial Credit 


Has FHA Plan 
On Conditioning 


BALTIMORE—Financing of “built- 
in” air-conditioning or air-cooling 
equipment and of central heating 
equipment is now available under the 
FHA plan through all offices of the 
Commercial Credit Co. 

Amounts covering installations 
from $100 to $2,500 may be financed 
under this new plan, provided the 
air-cooling equipment becomes a 
structural part of the building in 
which it is installed, and when 
permanent parts of central heating 
equipment (including oil and gas 
burners and furnaces, coal stokers, 
and electric furnaces) are considered 
by FHA as alterations or improve- 
ments to real property. 

Eligible borrowers under this plan 
include owners or equity holders of 
real property, or lease holders whose 
lease extends for a period of six 
months or more beyond the maturity 
of the loan. No one who is in default 


(Concluded on Page 2, Column 1) 


136 Conditioning Jobs 
Installed In St. Louis 


ST. LOUIS—One hundred and 
thirty-six installations of aircondi- 
tioning equipment, with a connected 
load of approximately 1,384 kw., 
were added to the lines of Union 
Electric Light & Power Co. during 
the first five months of this year, 
President Louis H. Egan says in his 
quarterly report to the utility com- 
pany’s stockholders. 

Total number of installations which 
have been made on the company’s 
lines in St. Louis and vicinity is now 
1,573, with a total connected load of 
24,585 kw. 

“Development of 3 and 5-hp. self- 
contained units for use in small retail 
establishments and restaurants has 
opened a new market in the air- 


(Concluded on Page 2, Column 2) 


Ohio and Idaho Uftilities Top Water Heater 
Council’s Contest For Window Displays 


“ano MOMKE stoves 


PY Wi es 


_ £ iEYOU MAD 10 DO 

4] / DISHES WITH COLD WATE 

' YOU'D BUY AN ELECTR 
WATER HEATER 


“Tending Monkey Stoves is Monkey Business,” says this Idaho Power Co. 
window, winner of the $50 second prize in National Electric Water 
Heating Council’s window display contest. 


NEW YORK CITY — Winners in 
the electric water heater window 
display contest conducted by the Na- 
tional Electric Water Heating Coun- 
cil of Modern Kitchen Bureau have 
been announced by T. L. Martin, 
Bureau manager. 

First prize, $100, goes to Ohio 
Edison Co., Akron, Ohio, for a win- 
dow designed by J. W. Hoogerhyde; 
second prize of $50 to Idaho Power 
Co., Boise, Idaho, for a window in 
its Pocatello office. 
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Ohio Edison’s window pictured the 
electric water heater as being “de- 
pendable as Old Faithful geyser.” 
Water heater in this window was 
set on a turntable, and spotlighted 
with an amber light. Geyser shown 
in the center was lighted wth a 500- 
watt spotlight on a flasher, giving 
about 60 flashes per minute. 

“Tending Monkey Stoves is Mon- 
key Business” said the card in Idaho 
Power Co.’s winning window, which 

(Concluded on Page 16, Column 1) 
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Danley To Head 
Westinghouse’s 
Cooling Division 


Air-Conditioning Operation 
To Be Centralized At 
East Springfield © 


EAST SPRINGFIELD, Mass.— 
Philip Y. Danley, formerly manager 
of the Westinghouse Electric & Mfg. 
Co.’s refrigeration division at Mans- 
field, Ohio, has been made manager 
of air conditioning, a new post cre- 
ated in connection with the consoli- 
dation of all air-conditioning opera- 
tions of the company. 

This work will be carried out and 
directed from headquarters at East 
Springfield, it was learned from 
Westinghouse officials. 

The consolidation, which amounts 
to a setting apart of all phases of 
air-conditioning operations, manufac- 
ture, engineering, and sales, means 
that, in addition to the production 
which has been carried out here for 
the past two and a half years, all 
sales supervision and _ engineering 
work on conditioning equipment also 
will be directed from this city. 

A group of some 12 sales engi- 
neers, who have been with the com- 
pany at Mansfield and elsewhere, also 
will come here. 

With the announcement concerning 
local control of the air-conditioning 
phases of the Westinghouse business, 


(Concluded on Page 2, Column 1) 


Half-Year Household 
Sales 40% Under '37 


DETROIT — Sales of household 
electric refrigerators by manufac- 
turers to distributors and dealers 
throughout the world totaled 121,300 
units in June, a drop of about 58% 
as compared with 286,200 units in 
the same month last year according 
to estimates by AIR CONDITIONING & 
REFRIGERATION NEWS. 

For the first six months of this 
year, all-industry sales by manufac- 
turers total an estimated 1,004,600 
units, compared with 1,828,100 for 
the same period of 1937, a decrease 
of about 823,500 units or more than 
40%. 

World sales by manufacturer-mem- 
bers of National Electrical Manufac- 
turers Association (Nema) for the 
first six months of this year total 
954,523 units; sales for June only 
totaled 115,274 units, compared with 
266,229 in the same month a year 
ago. Seventeen Nema companies re- 
ported sales for this year, as com- 
pared with 14 in 1937. 

In household refrigerator sales by 
states, New York led in June, with 
15,574 units, and for the half-year, 
with 103,373. Illinois was second in 


(Concluded on Page 16, Column 2) 


Superior Valve Names 
3 District Heads 


PITTSBURGH — Appointment by 
Superior Valve & Fittings Co. of 
three district representatives to 
cover the eastern, midwestern, and 
western sections of the country has 
been announced by K. M. Newcum, 
sales manager of the company. The 


appointments were effective Aug. 1.' 


Charles R. Logan has been named 
eastern district representative to 
handle the territory on the eastern 
seaboard from Norfolk, Va. up to 
and including Maine, Vermont, and 
New Hampshire. 

Mr. Logan comes to Superior from 
York Ice Machinery Corp., where 
from 1935 on he has been handling 
regional sales development work in 


( Concluded on Page 2, Column 8) 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 3, 1938 


LeBtac. 


Commercial Credit Co. 
Announces FHA Aid 
On Conditioning 


(Concluded from Page 1, Column 4) 

to any government lending agency 
(FHA, HOLC, etc.) is eligible, and 
the borrower’s credit must be ap- 
proved by Commercial Credit Co. 

Dealers making use of the plan 
must first have the buyer fill out the 
FHA credit statement form, ad- 
dressed to the dealer. Then the 
dealer obtains a credit report from 
a recognized agency, or authorizes 
the local Commercial Credit office to 
do so at his expense, and submits 
both statement and report to the 
local C.C.C. office for credit decision. 

After credit approval is obtained, 
the dealer may then proceed with the 
insiallation of the equipment. Upon 
completion of the job, the dealer has 
the buyer sign a certificate of com- 
pletion and note, both on one form. 
Dealer then endorses the instrument 
“without recourse,’ and forwards it 
to the local Commercial Credit office, 
using a special FHA form of trans- 
mittal letter. 

Dealer then receives his check for 
the equipment installed. No down 
payment is required under the FHA 
plan, but the credit company advises 
that there is more likelihood of cer- 
tain transactions being accepted 
when a partial payment in cash has 
been made by the buyer. 

Should the buyer not be eligible 
for FHA financing for other than 
credit reasons, the credit company 
will consider finance accommodations 
on one of its standard plans. 


Danley Heads Westinghouse 
Air-Conditioning Activities 


(Concluded from Page 1, Column 5) 
it seems likely that the local branch 
of the plant will remain in a posi- 
tion to benefit by a probable expan- 
sion of activities in this field, known 
to be viewed by the company’s of- 
ficials as a most likely avenue for 
increased activity. Production of air- 
conditioning equipment here appears 
to be a sequel to the local production 
of refrigerators. 

Mr. Danley has been with the 
company for 25 years, mostly in a 
sales capacity involving also engi- 
neering abilities. 


Lashbrook Heads Advertising 
For Holcomb & Hoke 


INDIANAPOLIS — E. D. Lash- 
brook is now manager of the adver- 
tising department of Holcomb & 
Hoke Mfg. Co., having succeeded S. 
E. Stuart. 


Cleveland Plans Fall 
Merchandise Mart 


(Concluded from Page 1, Column 2) 
service would be purchased next, and 
when. 

Purchases indicated for 1938 in- 
cluded 104 major electrical appli- 
ances, 112 home furnishings items, 
59 miscellaneous items, 27 automo- 
biles, and 65 painting and decorating 
jobs. 

For 1939, the following purchases 
were indicated: 233 major appliances, 
119 items in the house furnishings 
group, 76 automobiles, 75 painting 
and decorating jobs, and 64 miscel- 
laneous items. 

As a climax to the fall program, 
a series of market weeks, clinics, and 
other events is planned. C. H. Hand- 
erson, trade expansion commissioner 
for the Cleveland Chamber of Com- 
merce, declared that the ultimate aim 
of the entire program is to make 
Cleveland the ‘Market of the Mid- 
west.” 

A. C. Ernst, president of the 
Chamber of Commerce, said: ‘We 
owe it to ourselves to get every 
salesman to know that we are not a 
busted town—that we have the tops 
and we are proud of it.” 

W. T. Holliday, Standard Oil Co. 
of Ohio, was elected chairman of the 
executive group. Chairmen of the 
other divisions were elected as fol- 
lows: 

Survey, S. S. Wallace, Cleveland 
Press; publicity, Sterling Graham, 
Cleveland Plain Dealer; wholesalers, 
Mark Egan, Cleveland Convention & 
Visitors Bureau; retail, R. G. Roth, 
Wm. Taylor Sons & Co.; building, 
Lawrence Slatmyer; services, Frank 
Hanrahan, Cleveland Railway Co.; 
speakers, Charles McCahill, Cleve- 
land News. 

Advisory, Mr. Handerson; finance, 
Harold Lower, National City Bank; 
market weeks, John Patt, radio 
station WTAM; salesmen’s meetings, 
C. G. Burg, Iron Fireman Co.; sales 
training, Paul Merrick, Ohio Bell 
Telephone Co. 


136 Air-Conditioning Jobs 
Installed In St. Louis 


(Concluded from Page 1, Column 4) 
conditioning field,” says Mr. Egan’s 
report. 

“Premises occupied on leases which 
have less than five years to run are 
able to install air-conditioning equip- 
ment of this type, because it can be 
moved at the expiration of a lease 
as easily as display counters. 

“This has resulted in greatly in- 
creased interest in air conditioning 
among the smaller business estab- 
lishments. Another advantage is the 
speed with which these units may 
be installed.” 
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District Representatives For Superior Valve 


W. J. BAGLEY 


Superior Valve Names 
Representatives For 
Three Districts 


(Concluded from Page 1, Column 5) 
commercial refrigeration and air 
conditioning. Prominent in American 
Society of Refrigerating Engineers 
affairs, he was chairman of the 
Philadelphia section, and is now a 
member of the A.S.R.E. council. 
After serving in the U. S. Navy 
during the World war, Mr. Logan in 
1919 became vice president of 
Shawana Steel Construction Co., 
East Stroudsburg, Pa., leaving in 
1925 to enter the employ of the 
Kelvinator dealer there, handling 
household and commercial refrigera- 
tion. 


LONG INDUSTRY RECORD 
In 1927, he was named commercial 


sales manager of  Philadelphia- 
Kelvinator Co., where he was in 
charge of instruction, engineering, 


and sales. Two years later he joined 
the Philadelphia Frigidaire distribu- 
tor’s organization. From 1931 to 
1935, he was director of refrigeration 
sales for Philadelphia Gas Works 
Co., handling both Electrolux and 
Faraday units. 

At present, Mr. Logan will work 
out of his home, 521 Glen Echo Road, 
Philadelphia. 


BAGLEY IN CENTRAL STATES 


William J. Bagley, named factory 
representative in the central district 
with headquarters at 3424 Clara 
Ave., St. Louis, will cover the terri- 
tory including Evansville,  Ind., 
Memphis, Tenn., Springfield and 
Decatur, Ill., Des Moines, Iowa, the 
states of Nebraska and Kansas, and 
occasionally as far west as Denver. 


Mr. Bagley entered the refrigera- 
tion industry as a member of the 
service department of the old Del- 
Home Light Co., Frigidaire distribu- 
tor in St. Louis, in 1927, where he 
was concerned with installation, 
service, and inspection of commercial 
and apartment house refrigeration 
systems, 

Later he joined the service depart- 
ment of the Sure Cold Refrigeration 
Co., and when this company closed 
its St. Louis branch, joined an inde- 
pendent service company in St. Louis. 
In 1934, Mr. Bagley became an in- 
structor in refrigeration in the 
David Rankin Jr. School of Mechani- 
cal Trades, St. Louis, which position 
he is resigning to join the Superior 
ranks. 


ROSE TO WAREHOUSE IN 
CALIFORNIA 


Kurt W. Rose has been named 
western district representative for 
Superior, handling as a direct factory 
representative the state of California 
and neighboring territory. He entered 
the refrigeration business in 1930, 
following graduation from University 
of Southern California with a degree 
in mechanical engineering. 


A native of California, Mr. Rose 
for the past eight years has been 
active in the refrigeration parts and 
supplies business, contacting manu- 
facturers, jobbers, distributors, and 
dealers in that state. 

Mr. Rose plans to organize a ware- 
house and carry stocks of Superior 
valves, manifolds, accessories, and 
fittings in Los Angeles, to facilitate 
deliveries to jobber and manufac- 
turer customers in that territory. 


K. W. ROSE 


Cc. R. LOGAN 


Cleveland Union Seeks 
To Police Retailers 


(Concluded from Page 1, Column 3) 

violations of established fair trade 
agreements. 

The union has stepped into the 
appliance picture here after the col- 
lapse of the latest cooperative pro- 
gram in which wholesalers were to 
assist in enforcing a fair trade code, 
dealers assert. The program was to 
have gone into effect July 1. 


‘SURPRISING PROGRESS’ 


“Surprising progress” in_ the 
union’s bid for policing powers is 
reported by Martin F. Joyce, business 
agent for the union, who said that 
inasmuch as appliance salesmen are 
more or less service men, they are 
eligible for membership in the local. 

It has been rumored that more than 
a hundred salesmen already have 
been signed by the union, although 
no official confirmation has _ been 
given to the report. 

Dealers and wholesalers have been 
told that similar plans for union con- 
trol of appliance trade practices have 
been presented in 18 cities other than 
Cleveland, and that such programs 
are now in operation in two other 
cities besides Milwaukee. 


DISTRIBUTORS DIVIDED 


Wholesalers and distributors were 
to meet Aug. 1 to discuss the union’s 
activities. Opinion among the dealers 
is said to range widely from whole- 
hearted approval of the union’s plan 
to bitter opposition. 

The union has not drawn up any 
definite plan of operation, it is said, 
but has drafted several alternative 
arrangements, details of which are 
to be worked out in cooperation with 
the appliance groups. 

If the dealer and distributor groups 
do not accept the union’s proposition, 
it is said, the union will concentrate 
on its campaign on salesmen. 


—————e 


THE COLD 
CANVASS 


By B. T. Umor ——_—__ 


(Concluded from Page 1, Column 1) 
sales, one refrigerator and one 
washer and ironer. 

Out of 30 calls on prospects ang 
66 cold canvass calls, J. J. Gerson, 
of Aliquippa, Pa., sold eight refrig. 
erators and located 15 new prospects, 

In one day, H. Cooper, of Kirby 
Appliance Co., Selina, Ala., sold two 
refrigerators and one washer on four 
prospect and 14 cold canvass calls, 


C. Nolin, of Robbins and McGowan 
Co., Brewton, Ala. sold one refrigera- 
tor, two ranges, and one washer in 
four days. He made 27 calls. 

Two ranges and one refrigerator 
were the results of 24 calls in two 
days by C. B. Wilson, of Evergreen, 
Ala. 

J. Sundy, of York, Pa. sold two 
ranges and four refrigerators in six 
days on 106 prospect calls and 21 
cold canvass calls. He also secured 
16 good, new prospects. 

Another York, Pa. salesman who 
has been going places on the 10-A- 
Day Plan is A. W. Myers. In four 
days he made 51 prospect calls and 
19 cold canvass calls. He sold four 
washers, three refrigerators and ge. 


cured seven new prospects. 
ss. * * 


4 Days, 4 Ranges 


Four ranges in four days is the 
performance of J. T. Hetherlin, also 
of York, Pa. He made 53 prospect 
and 56 cold canvass calls. Sixteen 
new prospects were secured. 

Five ranges and three refrigera- 
tors in three days is the splendid 
record of Herman Jackson, of Mar- 
tinsburg, W. Va. He made 16 pros- 
pect calls and 49 cold canvass calls 
and secured seven new prospects, 

Morris Hahn, of Smiths Creek, Pa. 
sold three refrigerators in three days 
on 13 prospect and 35 cold canvass 
calls. He also located nine new pros- 
pects. 

Five refrigerators in four days 
were sold by W. B. Mullan, of 
Sewickley, Pa. on 22 prospect and 42 
cold canvass calls. 

Dale Tullah, of Gathright, Inc, 
Richmond, Va., sold two ranges and 
two refrigerators in six days. He 
made 25 prospect calls and 26 cold 
canvass calls and secured five new 
prospects. 

In one day T. V. Hameister, of 
Ithaca, N. Y. made four prospect 
calls and four canvass calls and 
sold two washers. He also uncovered 
two new prospects. 

ss * 


4 For 4 Again 


Frank Binnix, of Gathright, Inc, 
Richmond, Va., sold four refrigera- 
tors in four days. He made 51 calls 
—24 prospect and 27 cold canvass. 

One range and four refrigerators 
were sold by H. V. Moore, of Broer- 
ing Bros., Newport, Ky. on June 23 
and 24. He made 12 prospect and 2! 
cold canvass calls. Five new pros 
pects were secured. 

Ten-calls-a-day paid H. E. Ames 
of Telerad Co., Inc., Beckley, W. V# 
In four days he made 11 prospect and 
29 cold canvass calls. He sold five 
refrigerators and got 8 new pros 
pects. 

Elwood C. Mansberger, of V. ® 
Kirby Store, Morgantown, W. V4 
sold two refrigerators on 27 calls 
he also secured four new prospects 

Four refrigerators and nine new 
prospects were the results of 84 calls 
made by George Ziliox, of the Gr 
wold Co., Warren, Ohio. . 

M. A. Reeves, of the Detroll 
Branch, sold three refrigerators 3 
one range on 27 calls; 15 were pr 
pect and 12 cold canvass calls. 


also secured three new prospects. 
ee 


You can sell more Copelands 


because they‘re priced to sell! 


Today’s market is price-minded. Copeland’s low 
j price means “lower-down-payment and easier terms” 
and those are magic words! 
Copeland’s extraordinary proposition. Write today! 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 3, 1938 


(h Conditioning 


Carefully Planned Conditioner Campaign 
Results In Average of Sale a Day 


The “future” of air conditioning is already here for the A. F. 
Beyer Co. of San Antonio, Tex. The dealership is selling an average 
of one portable air conditioner a day; and the selling plan used will 
undoubtedly be of interest to other dealers. 


Before he signed a dealer franchise, Mr. Beyer studied the unit 
carefully and visualized the immediate and potential market. A 
thorough training plan was devised for salesmen, through which 
they were taught the essential features and selling points of the 
conditioner, and shuwn how to approach prospects and close sales. 


By A. F. Beyer, A. F. Beyer Co., San Antonio, Texas 


N the merchandising of any 
I commodity, and this is especially 
true in the major appliance field 
where competition is keen, it is es- 
sential that the dealer take advan- 
tage of every opportunity, that he be 
alert for sales possibilities, that he 
be in a position to capitalize on new 
merchandise and get this merchan- 
dise before the public so he can clean 
up on sales before the rush starts, 
and that he plan his organization so 
that these desired aims may be 
achieved. 

A short time ago we took on a 
new line of portable air-conditioning 
units. These units had been espe- 
cially designed and manufactured for 
small business enterprises—barber 
shops, beauty parlors, small retail 
stores, grocery stores, drug stores, 
etc. 


STUDIED UNIT CAREFULLY 


We studied over the unit carefully, 
visualized the possible market for 
such merchandise, before we placed 
an order. We looked ahead to what 
we believed was a new field—a field 
that presented an unusual oppor- 
tunity. How well we gauged this 
opportunity may be determined by 
the fact that, since taking on this 
line, we have sold an average of one 
unit a day. 

We planned and carried out our 
campaign in the following manner: 

First, when we had received one 
of these air-conditioning units, we 
called our salesmen together in a 
special meeting and had one of the 
factory representatives explain, in 
detail, the features of this unit, its 
sales opportunities and advantages, 
its cost of operation, its ease of 
installation, and all the other numer- 
ous sales arguments that would con- 
tribute to the sale. 


We insisted that our men ask 
questions. We do this because it as- 
Sures us the men have formed the 
right conclusions relative to the 
product, and its sales possibilities, 
and because it arouses a greater 
interest in the product and the men 
if these men are sure of their work. 

Second, we went into detail in 
outlining the market for this unit. 
We pictured hundreds of small busi- 
Ness. establishments hampered by 
competition of larger firms who had 
installed air conditioning, and who 
Were unable to follow suit on account 
of the cost. 

We depicted such people buying 
one of these units—a unit that could 
be installed with practically no cost 
or trouble; a unit that was economi- 
cal in operation; and a unit that 
Would give the same results as a 
major installation. 


DETAILED ANALYSIS 


We supported this by a detailed 
analysis of the number of retail out- 
lets for such merchandise. There 
"ere little downtown cafes that did 
- have air conditioning, and which 
= to meet the competition of larger 
a that were featuring this mod- 

N convenience; there were beauty 
a that could capitalize on such 
ah ee nation by advertising the 
re se and pleasure of such condi- 
men » and there were scores of 
ine retail shops—shoe stores, mil- 
po 4 Shops, dress shops, etc., that 
Rest Porcine one of these units and 
tations petition from larger organi- 
mete when our men had gone out 

the territory, we followed our 
Meetings with sales conferences 


every morning. The men got up and 
told of their experiences of the 
previous day. 

Those who received favorable 
responses, told what sales arguments 
they had used, what had been the 
determining points in their favor 
that swayed the customer’s decision 
toward a purchase. And those who 
had not fared so well, related their 
experiences, and we carefully ana- 
lyzed these to determine wherein 
they had failed; what was lacking 
in their sales canvass that might 
have built up a sale. 


One salesman called on a little 
woman who owned a grocery store 
out in a neighborhood district. She 
had run her little business for many 
years, but recently she had been 
worried because of chain store com- 
petition in her neighborhood. 

We installed one of these units on 
approval, and when we _ returned 
after three days, she signed the sales 
order. She has since informed us 
that her business has shown a 
marked improvement since the unit 
was installed, and that customers 
now spend more time in the store, 
glad to get away from the mid- 
summer heat, and subsequently buy 
more. 

A unit was installed in a small 
restaurant where Mexican food is 
sold exclusively. The proprietor of 
this establishment had enjoyed a 
good business until air conditioning 
came along and some of the other 
places around the corner on main 
street had installed a system. His 
business then dropped off, but with 
the installation of one of these units, 
it picked up immediately. 


GOOD SALES MATERIAL 


Incidentally, from these two ex- 
periences, we acquired some good 
sales material, for the profits from 
the increase in business in most 
cases more than paid for the amount 
of the instalments; consequently, 
these firms were meeting competition, 
enjoying increased business, and with 
no additional cost to themselves. 

A unit was installed in a beauty 
shop, and the proprietor has not only 
reported an increase in business, but 
also that many new customers have 
visited the shop since the unit was 
installed. 

These incidents provide wonderful 
material for sales arguments; mate- 
rial which only practical experiences 
can bring out. And they emphasize 
the point mentioned at the start of 
this article—that capitalizing on new 
merchandise, and getting on the 
market first not only renders a dis- 
tinct public service, but assures the 
merchant of the cream of the busi- 
ness. 


FACTORS OF SUCCESS 


Reflecting back over our experi- 
ences in this merchandising cam- 
paign, we believe that the success 
of this work rests on a number of 
outstanding factors, which might be 
expressed as follows: 

First, we gave our salesmen a 
thorough course in selling before 
they started out. We made sure that 
they were well informed on what 
they had to sell, that they could 
answer any question relative to its 
operation, operation cost, ease of 
installation, and other advantages. 

Second, we made a thorough study 
of our available market. We made 
up lists of those’ establishments 
which would be good prospects for 
one of these units. These lists were 
grouped according to the respective 


business classification—barber shops, 
beauty parlors, cafes, drug stores, 
grocery stores, millinery shops, etc. 
We even invaded tourist camps, and 
are now working on a plan for an 
installation at one of these places. 

Third, we followed through with 
our work by morning sales confer- 
ences through which we capitalized 
on those sales points that were 
bringing home the bacon, and care- 
fully analyzed and threw out those 
which failed to get the business. 
These morning conferences sent our 
men out each day primed with the 
most successful sales arguments, and 
warned against those which did not 
get the results. 

We are now planning to fix up 
one of these units on the back of an 
auto trailer so that it may be backed 
up to an open window, sealed, and 
demonstrated with a minimum of 
effort. 

Looking back over the experiences 
of this campaign, it is worth noting 
that it has been successful, and is 
still successful, because we have 
planned it for real results, because 
we have followed through these plans 
to a successful conclusion, and be- 
cause we had been warned against 
any discussions that did not bring 
in the business, and discarded them 
immediately. 


Bed-Ridden War Veteran 
Given Conditioner 


BIRMINGHAM, Ala.—In the belief 
that air conditioning should prove a 
real blessing to a shut-in, veterans’ 
organizations of Birmingham re- 
cently had a room cooler installed in 
the home of Chester Hargrave, World 
War veteran who has been _ bed- 
ridden for 20 years. 

Although Mr. Hargrave draws com- 
pensation from the government, he 
was unable to buy the conditioner 
himself, so the American Legion, 
Veterans of Foreign Wars, and Dis- 
abled American Veterans made the 
purchase for him. 

“While I have been in bed 20 
years, I think I would rise and chase 
anybody who tried to remove my 
air-conditioning machine,’ Mr. Har- 
grave said. “It brings seaside climate 
to my room and makes it comfort- 
able when the weather outside is 
100°. I only hope that the air-condi- 
tioning people can take similar 
blessings to shut-ins wherever they 
may be, whether in hospitals or their 
own homes.” 

A Carrier room cooler was installed 
in the Hargrave residence by the 
Shook & Fletcher Supply Co. 


Mortuary Installs 2-Stage 
Conditioning System 


INDIANAPOLIS — A _ two-stage 
air-conditioning system, in which 
cooling is accomplished mainly by 
well water and dehumidification is 
taken care of by a 15-hp. refriger- 
ating unit, is employed in the Flan- 
ner & Buchanan Mortuary, largest 
funeral parlor in Indianapolis. 

Entire funeral home, including 
guest rooms, is air conditioned by a 
36-ton cooling system, employing a 
central air-distributing plant with by- 
pass features. Frick Freon-12 refrig- 
erating equipment is used, with Trane 
water and direct-expansion coils and 
Minneapolis-Honeywell controls. 

Engineers for the installation were 
Bevington Williams, Inc., and Hayes 
Brothers, Inc. were contractors. 


Dealer Makes Daily Sales 
OF Philco Units 


BALTIMORE — An average of 
between one and three sales and 
installations daily of the Philco ‘“Cool- 
Wave” portable air conditioner dur- 
ing the past month is reported by 
the Joseph M. Zamoiski Co., Norge- 
Philco distributor here. 

In Washington, D. C., Southern 
Wholesalers, Inc., handling the room 
cooler, reports a_ recent _installa- 
tion of nine units in the offices of a 
prominent Washington law firm. 


Sioux City Hotel Equipped 
With Air Conditioning 


SIOUX CITY, Iowa—D. K. Baxter 
Co. installed a 130-ton Delco- 
Frigidaire air-conditioning system in 
the Hotel Martin here, making it the 
first major Iowa hotel with air-con- 


Crankshaft driven compressors 


Pressed steel bases 


POWER PLANT 


CONDENSING 


UNITS 


— are designed for use with evaporative condensers. 
There are six popular sizes, from 1-1/2 to 10 horse- 
power. They can be installed in any multiple com- 
bination that will take care of almost all air condi- 
tioning applications. 


OUTSTANDING FEATURES 


@ Large capacity, slow speed compressors 


All compressors V-type, four cylinder 


Three-ring pistons—2 compression, 1 oil ring 
Compressor valve in removable valve plate 


Bulls-eye sight oil gauge in crankcase 


Convenient rocker type motor adjustment 


There are six compressor bodies and twenty-eight complete high- 
sides in the Par line,.in a range of sizes from '4 to 20 horsepower. 


THIS FREE 


MODERN 


EQUIPMENT CORP., 


Write TODAY FOR 


CATALOG! 


DEFIANCE, OHIO 


PLAY AT 


Albany, New York 

Melchior, Armstrong, 
Dessau Co. 

Akron, Ohio 

Percy G. Hanson 

Atlanta, Georgia 

Bowen Refrigeration 
Supplies, Inc. 

Baltimore, Maryland 

Melchior, Armstrong, 
Dessau Co. 

Birmingham, Alabama 

Refrigeration Supplies 
Distributor 

Boston, Massachusetts 

Melchior, Armstrong, 
Dessau Co. 

Brooklyn, New York 

Melchior, Armstrong, 
Dessau Co. 

Buffalo, New York 

Root, Neal & Co. : 

Charleston, W. Virginia 

Air Conditioning Re- 
frigeration Sup., Inc. 

Chicago, Illinois 

H. W. Blythe Co. 

Cincinnati, Ohio 

Merkel Brothers 

Cleveland, Ohio 

Debes & Co. 

Columbus, Ohio 

Hughes-Peters Co. 

Dallas, Texas 

The Electromotive Corp. 

Davenport, Iowa 

Republic Electric Co. 

Dayton, Ohio 

W. H. Kiefaber Co. 

Denver, Colorado 

Refrigeration Parts and 
aay, 0. 

Detroit, Mic. 

W. C. DuComb Co., Ine. 

Des Moines, Iowa 

Dennis Refrigeration 


Supply Co. 

Plint, Mic 

Shand Radio Specialties 
. Worth, Texas 

McKinley Refrigeration 
Supply 


Greensboro, N. Carolina 


Melchior, mstrong, 
Dessau Co. 


ditioned sleeping rooms. 


MODERH EQUIPMENT 


DEFINNCE* OHIO+ Us 5 


Home Appliance Serv. Co. 
icy gy Pennsylvania 
r 


SEE THE PAR UNITS NOW ON DIS- 


YOUR NEAREST JOBBER 


Houston, Texas 

D. C. Lingo Co. 

Indianapolis, Indiana 

F,. H. Langsenkamp, Inc. 

Jacksonville, Florida 

The Jamita Co. 

Kansas City, Missouri 

Forslund Pump & 
Machinery Co. 

Long Beach, California 

Refrigeration Supply 
Distributors 

Los Angeles, California 

Refrigeration Parts Exc. 


Refrigeration Supply Dis. 


Louisville, Kentucky 
S. W. H. Supply Co. 
Macon, Georgia 
Lowe Electric Co. 
Madison, Wisconsin 
Gustave A. Larson Co. 
Memphis, Tennessee 
United Refrigeration 
Supply Co. 
Milwaukee, Wisconsin 
Refrig’ation Specialty Co. 
Minneapolis, Minnesota 
Refrigeration & Indus- 
trial Supply Co. 
Montgomery, Alabama 
Teague Hardware Co. 
Newark, New Jersey 
Melchior, Armstrong, 
Dessau Co. 
New Orleans, Louisiana 
The Spangler Co. 
Newport News, Virginia 
Noland Company 
New York City, N. yY. 
Melchior, Armstrong, 
Dessau Co. 
Oklahoma City, Oklahoma 
Mideke Supply Co. 
Omaha, Nebraska 
Interstate Machinery & 
Supply Co. 
Oshkosh, Wisconsin 
Gustave A. Larson Co. 
Peoria, Illinois 
R. E. Thompson Co. 
Philadelphia, Pa. 
Melchior, Armstrong, 
Dessau Co. 
Pittsburgh, Pa. 
William Orr Company 


Phoenix, Arizona 
Refrigeration Supply Dis. 
Portland, Oregon 
Refrigerative Supply Co. 
Richmond, Virginia 
A. R. Tiller, Inc. 
Rochester, New York 
Melchior, Armstrong, 
Dessau Co. 
Rockford, Illinois 
Gustave A. Larson Co. 
Sacramento, California 
Hinshaw Supply Co. 
San Francisco, California 
California Refrigerator 


oO. 
Seattle, Washington 
Refrigerative Supply Co. 
Shreveport, Louisiana 
Interstate Electric Co. 
Sioux City, Iowa 
Refrigeration Supply Co. 
South Bend, Indiana 
F. H. Langsenkamp, Inc. 
Spokane, Washington 
Ditlevson & Evans 
Springfield, Illinois 
Springfield Refrigeration 
Supply Co. 
es | Mass. 
elchior, Armstrong, 
Dessau Co. 
St. Louis, Missouri 
The Spangler Co. 
Tampa, Florida 
Bowen Refrigeration 
Supplies Co. 
Toledo, Ohio 
Heat and Power 
Engineering Co. 
Tulsa, Oklahoma 
—- — & 
upply Co, 
Washiaxton, D. C. 
Melchior, Armstrong, 
Dessau Co. 
Waterloo, Iowa 
Winterbottom Supply Co. 
Wichita Falls, Texas 
United Electric Serv. Co. 
Toronto, Canada (Ont.) 
Railway & Engineering 
Pn en a 
ontreal, Quebec, Canada 
Railway & Engineering 
Specialties, Ltd. 


Winnipeg, Man., Canada 
Railway & Engineering 
Specialties, Ltd. 
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AIR CONDITIONING & REFRIGERATION NEWS, 


AUGUST 3, 1938 


Protitable Sales Deas 


Salesmen Locate Jobs 
So Prospects Will 
Buy Refrigerators 


COLUMBUS, Ga.— Getting jobs 
for people in order to make sales of 
electric refrigeration equipment ap- 
pears to be just a part of the day’s 
work for salesmen of Taylor Refrig- 
eration Co., Kelvinator dealer here. 

One prospective order for commer- 
cial refrigeration equipment was 
fading rapidly because the prospect 
could not find a suitable manager for 
his business. 

Finding this out, the Taylor sales- 
man determined to find the right 
man for the job, save the order. 
He ran an advertisement in an 
Atlanta newspaper, interviewed three 
applicants, picked out the man most 
nearly qualified, and sent him to the 
store owner. 

The prospect not only hired the 
man, but inside of 10 days also 
bought the commercial refrigeration 
equipment. 

Another Taylor salesman was told 
by a prospect that she would buy a 
household refrigerator as soon as her 
two daughters, who had just gradu- 
ated from high school, found jobs. 
The enterprising salesman went to 
work; and inside of two weeks one 
» of the girls had secured a job clerk- 
ing in a dry goods store, the other 
was hired as bookkeeper for an 
automobile dealer. 

The woman bought her refriger- 
ator. 


Store In ‘Quiet’ Section 
Of Tulsa Demonstrates 
In Downtown Booth 


TULSA, Okla.—Mason Electric Co. 
here overcomes the disadvantage of 
being located in an “off-traffic” part 
of the city by maintaining a demon- 
stration booth in the downtown 
Public Service building as a sales 
“come-on.” 

Demonstrator in charge picks up 
many leads from women who inspect 
the refrigerators, washers, and other 
appliances shown. Especially good 
are most of these leads, the store 
finds, since the inquirers are apt to 
be persons who have just paid their 
electricity bills. 


Trick Window Display 
Dramatizes Washers 


& Attracts Crowd 


BATON ROUGE, La.—Washing 
machines, though commonly regard- 
ed as prosaic and utilitarian, are 
capable of being dramatized to a 
considerable degree, as demonstrated 
by a window display set up by 
Rosenfields dry goods store, Norge 
dealer here. 

Background of this display was a 
large cutout of a magician, who was 
labeled “Augrain” after the Norge 
field man in this territory, R. J. 
Augrain. 

In the center of the window was a 
washing machine. Above it, and un- 
attached to any pipe or tube, a faucet 
hung by a wire. One end of a piece 
of hose was fastened to this faucet, 
while the other end (leading down 
underneath the washer) apparently 
was attached to the spout into the 
washing machine, from which water 
ran continuously. 

This deception was emphasized by 
window cards asking “Where does 
the water come from?” and ‘Where 
does it go?” 

Actually, of course, the hose to 
the spout was a short one from the 
base of the washer, and the water 
was merely being turned over and 
over by the running machine. 

“It was an old stunt that I had 
used before,” explained D. L. Calmes, 
store manager, “but it always stops 
the crowds. I believe at least 5,000 
people must have seen it in one 
week,” 


‘Spotted Refrigerator Increases 
Sales of ‘Biologicals’ 


OAKLAND, Calif.—Use of a house- 
hold electric refrigerator for the 
storage of biologicals has increased 
business in this department 25% for 
the Normal Pharmacy here, reports 
Leo Baum, owner-manager. 

Utilizing small floor space, the 
refrigerator is not expensive from 
the standpoint of footage and over- 
head, Mr. Baum says. The word 
“biologicals,” lettered across the door 
of the unit, actually creates a small 
but profitable new department in the 
store. 


peeify MIDWEST Cabinets 


New Models 


@ PACKAGE-TYPE 
@ BEAUTY WITH 


oospo°° 


And ¢¢4@”’° 
FLO-E-FEX COOLING 


STURDY CONSTRUCTION 


@ DULUX EXTERIOR @ PORCELAIN INTERIOR 


MODEL 32 
NET 32 CU. PT. 


MODEL 46 
NET 46 CU. PT. 


The Best Reaech-In Value in Ameriea! 


Write or wire for prices on these two new MIDWEST PROFIT-MAKERS in the 
FASTEST GROWING LINE OF HIGH QUALITY REFRIGERATOR CABINETS 
IN AMERICA! These two new models are ideal sizes for grocery, delicatessen, 
restaurant, bakery, dairy and many other installations. Latest forced-air cooling 
with controlled humidity and proper air movement. 


MIDWEST MPC. COMPEANY-Calesbure, Mincis 


SUCCESSOR TO MIDWEST STAMPING & ENAMELING CO 


Export Sales Office, 330 S. Wells St., Chicago. Cable Address, MIDWEST-CHICAGO 


Oregon College Trailer 
Promotes Kitchens 
In Farm Areas 


CORVALLIS, Ore.—To educate the 
farm dwellers of Oregon in the econ- 
omy and advantages of modernized 
kitchens, Oregon State Agricultural 
College here has converted a trailer 
into a traveling farm kitchen and 
rural electrification exhibit which, in 
an extensive program, eventually 
will be demonstrated in rural areas 
throughout the state. 

Initiated during July, August, and 
September of last year, the mobile 
exhibit toured 14 western Oregon 
counties and was visited by about 
19,750 people, including farm fami- 
lies, appliance dealers, hardware mer- 
chants, builders, and _ contractors. 
This summer, the unit is touring 
eastern Oregon. 

Purpose of the demonstration is 
entirely educational, according - to 
Prof. F. E. Price, agricultural engi- 
neering specialist at the college 
experimental station, and absolutely 
no selling or solicitation is permitted 
near the trailer. 

However, many appliance dealers 
in towns visited by the trailer 
capitalize on the display by staging 
intensive follow-up selling campaigns, 
it is reported. 


EQUIPMENT IN TRAILER 


Trailer, and the power unit used 
in it, were loaned to the college by 
General Electric Co. Maud Wilson, 
in charge of home economics re- 
search at the college, planned the 
model kitchen. 

Work units include a sink, with 
dish and supply cabinets; mixing 
space and supply cupboards; floor-to- 
ceiling cabinet for cooking utensils; 
food storage space, including a cooler 
and a 5-cu. ft. refrigerator; and the 
stove unit, adjoining a floor-to-ceiling 
wood box and utility cabinet. 

A breakfast center is provided, 
and near it is a “business unit,” con- 
sisting of a floor-to-ceiling cabinet 
for farm account books, bulletins, 
letter file, and similar material. 

When displayed in western Oregon, 
where fuel wood is abundant, the 
trailer was equipped with a combina- 
tion wood and electric range. In 
eastern Oregon, where wood is not 
so plentiful, an electric range is used 
for demonstration. 

A supplementary exhibit of elec- 
trical equipment used in the farm 
work itself is set up outside the 
trailer. 


COST IS SHOWN 


To show actual cost of operating 
the electrical household and farm 
appliances and equipment, an auto- 
matic electricity cost meter, based 
on an average rate of 3 cents per 
kwh., is hooked up. Cost is shown in 
cents an hour. 

Mrs. Louise Hardwood, home 
demonstration agent, supervises the 
demonstrations of the display kitchen 
in the trailer, while Everett Davis of 
the college agricultural engineering 
staff has charge of demonstrating 
the electrical farm equipment. 

Attendance at the trailer exhibit is 
checked, and a written record kept 
of persons contemplating building or 
remodeling homes, so that follow-up 
work can be done. During the 
trailer’s tour last year, 7,254 such 
prospects were recorded in six coun- 
ties alone, it is reported. 

To provide further practical aid to 
farm families interested in kitchen 
modernization, the college has issued 
a bulletin, “Planning the Convenient 
Farm Kitchen,” and five working 
drawings of various units shown in 
the trailer. 


Rural Dealer Accepts Wood, 
Potatoes As Down Payment 


EASTPORT, L. I.—-A _ cord of 
wood, 500 lbs. of potatoes, a used 
piano, or a kerosene range may 
serve as down payment on a refrig- 
erator sold by Goldstein & Sons, 
local General Electric dealership. 

The Goldstein organization draws 
at least a third of its trade 
from Long Island’s potato-growing 
farmers. Though a large percentage 
of this business is on a cash basis, 
Mr. Goldstein reports that “those 
farmers will dispose of almost any- 
thing to become the owner of a 
General Electric refrigerator, range, 
or washer, so consequently we some- 
times make some mighty queer 
deals.” 


Huge Refrigerator on Marquee of Dept. Store Aids 
Advertising; Direct Mail Proves Best Promotion 


PEORIA, Ill.—Even the most 
casual stroller on Peoria’s main 
shopping street could hardly help but 
notice the huge refrigerator mounted 
on the marquee of Clarke’s depart- 
ment store, to advertise that firm’s 
refrigeration and appliance depart- 
ment. _ 

This refrigerator stands with its 
door open, so that the arrangement 
of the interior may readily be seen. 
Behind it is a white framework on 
which, in letters that can easily be 
seen from the opposite side of the 
street, are the words: “In Peoria it’s 
CLARKE’S.” Several placards call 
attention to the time-payment plan 
under which the company sells its 
refrigerators. 


DIRECT MAIL USED 


Though this giant refrigerator is 
the store’s most prominent means of 
appliance advertising, it is by no 
means the only method used. Re- 
garding other means of promotion, 
Jack Kaplan, manager of the refrig- 
eration department, says: 

“Direct mail is the best method of 
reaching householders, and our sales 
have gone up 30% since we com- 
menced using it regularly. During 
the peak season we are allowed to 
insert a little folder, supplied by the 
manufacturer, in all of the 8,500 
monthly statements going to our 
charge account patrons. These fold- 
ers weigh so little that they do not 
add to the mailing expense. 


STAMP STATEMENTS 


“Our most successful use of direct 
mail, however, occurred at the be- 
ginning of the refrigerator season, 
when we received permission to have 
a selling message stamped on the 
back of the statements themselves. 

“A cut of one of our most popular 
refrigerator models was used, accom- 
panied by this query and suggestion: 
‘Have you secured your electric re- 
frigerator to provide you with sum- 
mer comfort? Let us tell you about 
them, and the moderate terms on 


which they may be obtained.’ This 
message brought many requests for 
salesmen’s calls, and resulted in 
scores of additional sales. 

“Aside from direct mail—and, of 
course, our big refrigerator—we find 
that newspaper advertising is the 
most effective means of publicizing 
our products. 

“By running small advertisements 
consistently—generally a 10-inch in- 
sertion four times a week—we find 
that we get better results than by 
using a page spread once a month. 
It is my experience that, when people 
are constantly reminded of the com- 
forts and convenience of any house- 
hold appliance, they are far more apt 
to investigate it than when it is 
called to their attention only once, 
with great fanfare and ballyhoo. 


“We especially feature our refrig- 
erators as holiday gifts, but-—unlike 
most Christmas advertising—refrig- 
eration promotion must start early, 
for you must not only sell people on 
the idea of buying a refrigerator, 
but you also must give them ample 
time in which to budget the pay- 
ments.” 


Dealer Loans Display Case To Grocer & Both 


Reap Profits From Increase In Trade 


NEW ORLEANS—Build business 
for your prospective customer, and 
you build business for yourself. This 
is the sound selling maxim put to 
successful use by O. L. Radford of 
the Oak Appliance Co. here. 

Application of this selling idea to 
grocers has greatly increased the 
firm’s sales of electric refrigerators, 
washers, ranges, and radios—in addi- 
tion to booming sales of commercial 
display cases. 

The firm applied to the grocer for 
permission to park its trailer outside 
his store for a week, asking his 
cooperation in getting his customers 
inside the trailer. In appreciation of 
his cooperation, a new display case 
was loaned to him for that period 
of time. 

Appliance salesmen then made the 
rounds of the neighborhood, knocking 
on doors, and inviting housewives to 
call and see the new equipment the 
grocer had in his store. 

Salesmen left with the housewife 
a ticket, entitling her to a couple of 


small custard dishes, if signed by 
the grocer and presented at the 
trailer outside the store. Thus the 
customer, who had merely been in- 
vited to look at the display case, 
was induced not only to visit the 
grocer but the trailer as well, where 
the salesman in charge could make 
his sales talk. 

“This plan received the cooperation 
of almost every grocer approached, 
because we could promise him from 
50 to 100 visitors in his store who 
were not among his regular cus- 
tomers,” Mr. Radford explained. 

“It didn’t cost us much—because, 
in most cases, we could more than 
cover the expense of the promotion, 
about $25, by selling the display case 
to the merchant after the week was 
over. Few grocers wanted to be 
without the case, after they had seen 
how many people came into the store 
to look it over. 

“In addition, we picked up any 
number of fine leads for other appli- 
ances we sell.” 
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The individual analysis D 


tag on every Ansul cylin- 
der is but final evidence of 
the scientific checking 
that has followed every 


step in the production of 


Ansul chemicals. 


THERE 1S AN ANSUL 


“pISTRIBUTOR 


. .. . guarded by 
precise step-by-step 
analyses, guaral 
tees ANSUL Certified 
Quality 


SULPHUR DIOXIDE 
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Major Cppliances 


Thorough Story of Water Heater’s Advantages 
Wins Orders For This Utility Salesman 


NEW YORK CITY — Personal 
solicitation, and the telling of a 
thorough story of the dollars-and- 
cents advantages of electric water 
heating, are the main elements in 
the sales methods of W. K. Powers, 
salesman for Northern States Power 
Co., Minneapolis, he says in a $10 
prize winning letter to the National 
Electric Water Heating Council of 
Modern Kitchen Bureau. 

“J never have solicited business 
over the telephone, but depend on 
personal contact” says Mr. Powers. 
“J never carry a briefcase or any- 
thing which in any way would in- 
dicate me to be a salesman. Such 
pamphlets as are necessary are in an 
inside coat pocket. 

“When I step out of my car I try 
and find something of interest to 
mention when the door is opened, 
note the iawn, the trees, make 
friends with the child or dog on the 
way to the steps. Those coming to 
the door have no idea as to whether 
I am a doctor, a minister, or a 
process server—they are, therefore, 
curious to discover. 

‘T first tender an apology for a 
possible intrusion and mention the 
fact that I am an emissary of good 
will from the Electric Company, 
checking service, appliances, and 
prepared to offer helpful suggestions 
if any are in order. I ask if I may 
visit for a few moments. Through 
this procedure I seldom have trouble 
with my start. 


SEEKS RANGE OWNERS 


“On entering, my first question is 
‘Have you an electric range?’ sug- 
gesting that they show it to me. This 
gets me in the kitchen and I can dis- 
cover for myself whether or not 
they have refrigeration. I make a 
business of complimenting them on 
whatever they have. 

“My next question pertains to the 
electric light bill, the number of 
rooms, and number of people in the 
house to serve—then I notice and 
comment on the heating plant and 
ask if they have a coil in the furnace 
for heating the water with the usual 
range boiler and what method they 
have when the furnace is out. 

‘I get all this information in the 
course of ordinary conversation and 
make a note of it on one of my ap- 
pliance cards. Then I remark that I 
have something to suggest which 
might prove of interest, a story to 
tell, a story which interested me 
mightily and induced me to take up 


the work of making contacts, 
friends, and introducing electrical 
appliances. 


“There are five hours in the day 
when an electric company finds it 
necessary to furnish all the current 
desired for all purposes, hours which 
they call ‘peak load.’ This leaves 
them with 19 hours when the de- 
mand is much lighter. 


EXPLAINS SPECIAL RATE 


“So the electric company con- 
celved the idea of offering what they 
called a 19-hour service, with a sepa- 
tate meter at a rate of 1 cent per 
kwh. behind it. They investigated the 
use of this service and determined 
'o try it on water heating. 


‘I ask my prospects to give the 


‘Cost of hot water some thought. 


Ordinary furnace coils have been 
ised over a long period of years. 
People pay their coal bills with one 
idea in mind—it was a cold winter, 
and they had to keep warm. They 
“i Stop to figure what portion of 
e Coal bill furnished the hot water. 

® idea is to bring this to their 
attention. 
PPh ssconaa show that in the aver- 
ee the hot water faucet is 
Bve n 100 or more times a day. 
aan time a faucet is opened and 
Wain 1S taken from the pipes in the 
men in the building, an equal 
ra - of cold water is brought in 
Sines me Street. What route does it 
then : First, to the furnace coil, 
the bee the range boiler, then into 

ot lines, then to the faucet. 
hen ae coil receives 35° water 
day the Street a hundred times a 
ni nat happens? The coil is placed 


and it does it with a vengeance. It 
has been determined that the aver- 
age loss of heat in the average fire 
pot is 20%. Heat units do not travel 
in two directions at the same time— 
the heat dispersed through the water 
is not in the rooms, neither is the 
heat in the rooms in the water. 

“A water coil does not belong in a 
fire pot; it interferes with the proper 
combustion of the fuel, creates 
clinkers, and makes an uneven fire. 

“There are five arguments against 
the coil: First, it costs three to 
four times as much to heat the water 
with a coil as it can be heated for 
at the rate of 1 cent per kwh., for 
electric current at this rate figures 
the same as coal at $4 a ton, and 
most people pay $13 to $14 a ton 
for their coal. 

“Second, there is 20% less in the 
fire pot. Third, the formation of scale 
in the coil itself making necessary 
its early change or removal. Fourth, 
the rust formation throughout the 
tank and water lines produced by the 
coil. Fifth, the wear and tear on the 
range boiler because of excessive ex- 
pansion and contraction in connec- 
tion with rust formation. 


SIMPLE OPERATING STORY 


“We figure the cost of operating 
the average furnace coil in the aver- 
age home is about $2.50 per month, 
figuring about 1% tons of extra coal 
at $13 a ton for the eight months’ 
period in use. 

“THE EXPLANATION: Picture a 
hot water heater as a huge thermos 
bottle—there is no waste heat. We 
have no heat going up the chimney, 
no heat radiating into the basement 
—there is no such thing as cooling, 
for once hot, it stays hot. 

“There is no waste current, for the 
heater only operates as water is 
drawn from the system sufficient to 
affect the thermostat control, which 
immediately snaps on and heats the 
water to the point at which the tank 
is set, then shutting off. It operates 
like refrigeration—the current being 
on and off, simply heating the water 
that is used and heating at 1 cent 
per kwh. I have sold heaters to cus- 
tomers who have cut the current off 
two to three weeks at a stretch and 
still had hot water. 


SHOWS LOW COST 


“I explain that when the heaters 
are installed, a time clock goes in 
with the meter. This turns off the 
current during two peak load hour 
periods, one of two hours, the other 
of three. I then explain that the rea- 
son for not running out of hot water 
during the peak load hours lies in 
the fact that we have given them 
the gallonage which carries them 
through. I explain that if they had 
small tanks they might run out of 
hot water at times, but with the gal- 
lonage which we provide there is no 
danger of it. If the heaters retain hot 
water for two and three weeks at a 
stretch, they have no cause for 
alarm over one 2 and one 3-hour 
period out of every 24 hours. If the 
heater is depleted during the two or 
three-hour period when the current 
comes on again it simply heats the 
gallonage of water which they have 
used. 

“To what is 1 cent per kwh. equiv- 
alent? It is coal at $4 per ton, it is 
oil at 7 cents per gallon. 

“In most cases we find you can 
pay for the heater and the expense 
of operating it for what hot water is 
costing in the average home at the 
moment and every cent put in the 
heater is money saved. 


“Survey calls are necessary. Since 
it is my idea that for success you 
must first interest the housewife— 
if you first succeed in awakening her 
interest and can create her confi- 
dence, you have the battle partially 
won. Then endeavor to make an ap- 
pointment for telling the story to 
her husband—if possible, an evening 
appointment. 

“I find it most important to get 
acquainted and make friends with 
the people whom I contact, tell my 
story in such a way that it cannot 
be forgotten, bring in personal ex- 


in 
the fire pot to absorb the heat 


periences and anecdotes.” 


Roaster Sales Show 
Gain In Georgia 


ATLANTA — Except for electric 
roasters, sales of household appli- 
ances by Georgia Power Co. during 
the first six months of the year show 
declines as compared with the same 
period of 1937, according to the com- 
pany’s reports. 

Roaster sales for the half-year 
totaled 219 units, compared with 98 
last year. Electric refrigerator sales 
totaled 1,904 units, as against 5,996 
in the same month of 1937; electric 
range sales were 852, compared with 
2,825; and water heaters totaled 613 
units, against 1,852 last year. 

Washer and ironer sales for the 
period also were down from their 
1937 marks for the same months, 
washers showing 359 units, against 
769 last year, and ironers 59 units, 
against 145 last year. 


Electric Range Oven Used 
To Bake Armatures 


TAMPA, Fla.—What may prove to 
be a new use for the electric range 
has been developed here, in the shop 
of the Laycock Armature Works. 

An electric range has been in- 
stalled in the plant, and the oven is 
being used for baking the windings 
of small motors after they have been 
rewound and “doped.” 

Oven often is filled during the 
afternoon. When the shop is closed 
for the day, automatic switch on the 
range oven is set for the proper 
“baking” period. When the time has 
elapsed, the oven is turned off. 


And Now G-E Is In The Soap Business 


This housewife starts an “all G-E” washday by sprinkling some of the 
company’s new washing compound into her new G-E washer. 


82% of U. S. Families Own 
Radios, Survey Shows 


119 Crosley Radio Dealers 
Named By Anchor Lite 


NEW YORK CITY — Eighty-two 
per cent, or 26,641,000, of the 
32,641,000 families living in the 
United States are equipped with 
radios, according to an estimate by 
the Joint Committee on Radio Re- 
search. 


This year’s figure shows an in- 
crease of 17% over the 1936 esti- 
mate, which showed that 22,869,000 
families, or 73.45% of the nation’s 
total, had radios. 


PITTSBURGH — Appointment of 
119 new dealers to sell the 1939 
Crosley radio line in western Pennsyl- 
vania, eastern Ohio, northern West 
Virginia, and western Maryland is 
reported by Harold W. Goldstein, 
general manager of Anchor Lite 
Appliance Co., Crosley distributor. 


Sales possibilities of the line are 
good, Mr. Goldstein considers, despite 
the fact that general business condi- 
tions are anything but favorable. 


LEARN WHAT IS IN THIS BOOK. 56 pages 
of valuable information on refrig- 
erating compressors and lubricants. 
The answers to many questions that 
come up in your work. Write for 
your copy today. 


“+ 


YOUR SERVICE MEN will make fewer “unnecessary” 
calls, save time and give better service . . . when the 
lubricating oil you supply is chosen to suit the refriger- 
ant in the unit. 

To meet this need, The Texas Company offers Texaco 
Capella Oils in six different viscosity grades. 

All 6 grades have sub-zero pour points, are thoroughly 
dehydrated. They do not react with refrigerants. Their 
stability and resistance to sludge formation assure long 
life, clean, efficient refrigeration. —— factory-coated fag 

Trained lubrication engineers will aid you in the - “SS 
selection of Texaco Capella Oils. Prompt deliveries 
assured through 2108 warehouse plants. Phone your 
nearest Texaco plant, or write to The Texas Company, 
135 East 42nd Street, New York City. 


<< _—_ " 
Texaco Capella Oil 
comes to you in 1-quart, 
l-gallon, and 5-gallon 
re-sealable cans, and in 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 3, 1938 


Commercial Re rigeration 


Small Town Meat Market Conditioned; 
Called Most Modern In Country 


Usually one expects to find the ultra-modern air-conditioned 
store or market in the larger cities, but what many people call the 
most completely equipped and modern meat market in the United 
States is located in a small Iowa town. 


Harry S. Bruce’s new meat market is air-conditioned and has 
the latest equipment. In addition, the interior is attractively 
finished in white porcelain enamel with steel trim. Most unusual 
are the market’s oil paintings depicting scenes of the progress of 


history. 


By Roger Sprague, Baker Ice Machine Co. 


N 1910 Harry S. Bruce opened his 
first meat market situated at the 
and Second 


corner of Lucinda 
streets in Perry, Iowa. On this same 
location now stands his new market, 
the pride of all Perryans. 

Not content with mediocrity, he 
set out to pyramid his first venture 
in the meat market business into 
the “biggest little business west of 
the Mississippi.” He remodeled his 
market many times to keep in step 
with progress. 

Last September Mr. Bruce decided 
that his already expensively fitted 
market was not good enough for the 
loyal support and patronage given 
him by the people of Perry and the 
surrounding territory, so he _ said: 
“The people of Perry have been 
mighty good to me; so I am going 
to give them the finest market money 
can buy.” 

On Nov. 10, 1937, the P. B. Buller 
& Co. of Omaha was commissioned 
to remodel the old market into a 
“creation.” Plans were prepared and 
the task of completing the trans- 
formation without interruption of 
service was soon started and rushed 
to completion. 


PRIDE OF THE TOWN 


Today, with ever-changing neon 
and concealed flood-lighting reveal- 
ing the vari-colored enamel ex- 
terior, there stands in marked con- 
trast with the surrounding buildings 
what is said to be the most com- 
pletely equipped and modern meat 
market in the United States—air 
conditioned and equipped with the 
most modern of refrigerating equip- 
ment. 

Interior walls of the market are 
paneled in white porcelain enamel 
trimmed with polished steel. The 
paneling extends to within four feet 
of the ceiling, with top moulding of 
ogee design, behind which is located 
the diffused lighting apparatus for 
the oil paintings above, while the 
main indirect lighting is reflected 


TUBE COMPANY 


CLEVELAND ORIO, U.S.A, | 


from the ceiling of acoustic insulat- 
ing material. 

Too often one encounters in a 
“butcher” shop ill-placed posters and 
signs, unattractive paper decorations, 
and dull or soiled walls, so that it is 
a rare treat to see fine oil paintings 
on canvass, depicting the progress of 
civilization, mounted on the walls of 
this wonder market. 

Upon entering the “biggest little 
market west of Chicago” one’s eyes 
rest upon an accurate reproduction 
of the Chicago, Milwaukee & St. 
Paul railroad’s crack streamline 
train “Hiawatha.” When questioned 
as to why he selected the “Hiawatha” 
as his subject to depict the progress 
of rail transportation, Mr. Bruce 
answered: “It’s the only train to 
make a million; it will make me a 
million.” 


PAINTED WALL PANELS 


Beyond this picture one sees the 
S.S. “Queen Mary” plowing majesti- 
cally through the seas, depicting 
“Commerce and Travel.” Air trans- 
portation has not been disregarded 
in this panel, there being pictures 
of the “Flight of the China Clipper” 
and of the Graf Zeppelin on one of 
its ocean voyages. 

To the left on the rear wall Artist 
Bruno Fuchs’ has_ depicted’ the 
“Tillers of the Soil.’’ Perry is located 
about 38 miles west of Des Moines 
in the heart of agricultural Iowa, 
and the artist has portrayed the 
spirit of the community in this paint- 
ing. To the right on the rear wall a 
panel is devoted to a pastoral scene. 


On the east wall a canvas portrays 
the “Spirit of ’49.” Also gracing this 
wall is an original oil painting of the 
Pilgrim’s landing at Plymouth Rock, 
the painting having been obtained 
through the generosity of E. A. 
Cudahy, Jr., of the meat-packing 
firm which bears his name. 


MODERN EQUIPMENT 


These decorative touches mark 
this meat store as unusual, but the 
manner in which it is equipped marks 
it as a most modern of markets. 

The store is fitted with porcelain 
enamel double-duty display cases 
lined in stainless steel. There is one 
12-foot case across the rear, with 
two 12-foot cases of the same decora- 
tive design along the north side of 
the market, and a 6-foot fish case 
last in line to form a separate sea- 
foods department. 

The backbar or “work bench” is 
entirely encased in stainless steel. 


Behind each case a maple cutting 
board is set into the backbar, so that 
each server has his own work space. 
At the end of each cutting board is 
a stainless steel 


sink fitted with 


chrome fixtures. No unsightly “meat 
blocks” are permitted. 

“Streamlined” double vision scales 
add to the attractiveness of the 
cases, as do the modernistic grinders 
and slicing machines. Effort has been 
made to have all the market equip- 
ment in harmony as to design, color 
scheme, and location. 

All meat purchases are wrapped 
by the server and the customer 
makes payment at a cashier’s booth 
located at one side of the entrance. 

The market cooler or refrigerator 
is divided into two sections; one for 
the aging and holding of meats, 
and the other for the processing and 
cutting. No meats are “cut” outside 
of a refrigerated space. 

The cooler is equipped with track- 
ing and racks, and four reach-in 
glass paneled service doors for 
special orders. Special hanging space 
is allotted to “quarters,” “loins,” and 
smaller cuts. There is no crowding of 
one piece of meat against another. 

In the basement are located the 
sharp freezer and additional cold 
storage facilities, as well as the re- 
frigerating compressors. The entire 
refrigeration and _ air-conditioning 
system was furnished and installed 
by the Baker Ice Machine Co. 

Refrigeration for the display cases 
is furnished by a separate methyl 
chloride condensing unit under pres- 
sure control. Each case has a 
thermal expansion valve and liquid 
control, so that the desired tempera- 
tures may be maintained independ- 
ently. 

The main cooler, freezer and stor- 
age rooms are cooled by an ammonia 
unit with thermal expansion valves 
and magnetic stop valves under 
thermostatic control. 

The market is air conditioned the 
year around, having a _ complete 
change of air every six minutes. 
Fresh air is introduced by means of 
a specially designed and sheltered 
louver, situated to avoid the dust of 
prevailing winds. 

The air delivery to the market is 
through concealed ductwork having 
diffuser-type ornamental grills. A 
Trane direct-expansion cooling unit 
with steam heating coils and spray- 
type humidifier is cleverly concealed 
in a specially allotted space. 

Cooling effect for the air-condition- 
ing system is supplied by a Baker 
Freon condensing unit . operated 
under full automatic control, main- 
taining at all times the correct tem- 
perature and humidities. 


Fogel Equipment Used 
In Vocational School 


PHILADELPHIA — Refrigeration 
equipment manufactured by Fogel 
Refrigerator Co. has been installed 
in the Murrell Dobbins Vocational 
School here to assist in the course 
in food merchandising which it has 
recently added to its curriculum. 

Classroom in which this work is 
taught is laid out as a model food 
store, complete with every appoint- 
ment found in a modern food mer- 
chandising establishment. Course in- 
cludes the study of present-day retail 
merchandising methods, as well as 
the proper handling of various types 
of foods. 

Important feature of the course is 
a complete training in the proper 
cutting and handling of fresh meats. 
Aim is to give graduates of the 
course a knowledge of meat cutting 
comparable to that of a _ veteran 
butcher. As part of the training, 
students cut meats, using modern 
meat market equipment. 

Fogel equipment used in the meat 
department includes, besides an 8- 
foot display case of double-duty type, 
two block enclosures, a scale stand, 
wrapping counter, and back-rack. 


Write For Dgaieem - 
efrigeration And Air Conditioning Division, Evansville, Ind. 


ervel, Inc., Electric 


Valve Merchandiser Aids Sales 
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Demonstration is added to display in this valve merchandiser board 


being supplied to jobbers by Fedders Mfg. Co. 
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Reach-In, Bottle Cooler 
Marketed By Carrier 


SYRACUSE, N. Y.—Continuing a 
policy of product expansion in the 
commercial refrigeration field, Car- 
rier Corp. has recently announced 
two new “package” commercial units, 
a 25-cu. ft. reach-in refrigerator and 
a dry storage cooler for bottled bev- 
erages. 

Constructed of welded galvan- 
nealed steel, the reach-in refrigerator 
has a net storage space of 21.6 cu. ft. 
Finished in white Dulux, the unit is 
insulated with packaged and sealed 
Balsam Wool of the expanding type. 
Insulation is 2% inches thick in the 
top, sides, and back, 3 inches in the 
bottom, and 3% inches in the doors 
of the unit. 

Overhead cooling coils provide 58 
sq. ft. of effective fin surface. Auto- 
matic defrosting is provided between 
each refrigeration cycle, making it 
unnecessary to switch the box on 
and off. 

Refrigeration is produced by a 
Carrier-Brunswick %-hp. air-cooled 
compressor. Doors are sealed with 
black pneumatic rubber’ gaskets, 
which fit into black breaker strips 
jointed at the corners with stainless 
steel. A leveling device is provided 
at each corner of the base, which is 
finished in black Dulux. 

Carrier dry-storage bottled bever- 
age coolers have been announced in 
12-case and 18-case capacities. Equip- 
ped with stainless steel, easy sliding 
top, the new coolers have 3 inches 
of “moisture proof’ insulation, and 
the tank liner is of 20-gauge gal- 
vanized steel. 

Carrier compressors, in 4 and 14- 
hp. capacities, are mounted at one 
end of the coolers. Over the com- 
pressor is a utility food storage 
space having 2.6 cu. ft. of capacity. 
The 12-case unit has 10.6 cu. ft. of 
bottle storage space, and the 18-case 
unit has 15.9 cu. ft. of space. The 
coolers measure 26 inches wide, 36 
inches high, and 57 and 74 inches 
long, in the two sizes. 


Copeland To Represent Thermal 
Co. In Northwest 


ST. PAUL—Perry Copeland has 
been appointed to represent Thermal 
Co., Inc., refrigeration and air-condi- 
tioning supplies jobber, in the terri- 
tory embracing southern Minnesota, 
eastern South Dakota, northern Iowa, 
and eastern Wisconsin, reports H. W. 
Small, president. For several years, 
Mr. Copeland has been connected 
with the ice cream equipment side 
of the refrigeration industry. 


Servel Announces Quarterly 
Dividend of 25 Cents 


EVANSVILLE, Ind.—Servel, Inc. 
has announced a regular quarterly 
dividend of 25 cents a share, payable 
Sept. 1 to holders of common stock 
of record Aug. 18. 


Fedders Valve Board 
Shows Operation 


BUFFALO—A valve merchandiser 
board which adds actual demonstra- 
tion to display has been supplied by 
Fedders Mfg. Co. to 100 representa- 
tive jobbers handling Fedders refrig- 
eration products. 

Demonstration feature consists of 
a Fedders model 33 thermostatic 
expansion valve mounted on _ the 
board with pressure gauge, filter, 
and hand-operated shut-off valve 
connected to a small tank of methyl 
chloride mounted on the rear of the 
board. 

Feeler bulb is lined up with the 
outlet of the thermostatic valve, so 
that when the refrigerant is turned 
on by opening the shut-off valve, the 
refrigerant flows through the ther- 
mostatic valve and strikes the bulb. 
This immediately causes the power 
element to function, thus closing the 
valve and shutting off the power. 

As soon as the bulb warms up, the 
valve opens and the cycle is re- 
peated. 

Board also carries a display which 
includes a Fedders constant pressure 
valve, automatic expansion valve, 
and check valve. 

Jobbers are using the valve mer- 
chandising boards as central demon- 
stration and display units in their 
showrooms, the company reports, 
and are finding them effective in 
focusing attention on Fedders prod- 
ucts and their performance. 

Decision to make the _ displays 
available to jobbers from coast to 
coast followed their successful in- 
troduction by Marc Shantz in the 
territory served by the Fedders fac- 
tory branch office in Chicago. 


Cleaner Wins Business By 
Cooling, Not Cutting 


TULSA, Okla. — Modernization 
beats price-cutting as a business 
builder, finds G. S. Agahjan, proprie- 
tor of Milady’s Cleaners and Dyers 
here. Instead of following competi- 
tion when it begins to cut, he begins 
soliciting business with new and 
improved equipment. 

In Oklahoma heat, fur storage has 
proved to be the most profitable of 
his eight departments. An air-condi- 
tioned storage vault, installed by 
General Electric last year, proved 8° 
profitable that another system was 
installed this year. 

Original system consisted of 4 
condensing unit, evaporative col 
denser, and two cooling coils; tw? 
additional cooling coils were installed 
in the new system. 

The installation maintains a tem 
perature of 35-40° F., with a relativ' 
humidity of 70%. This eliminates 
mold and the cracking of the halt 
Garments are de-mothed before stot 
age. 

Both vaults now are filled ' 
capacity, Mr. Agahjan said, and the 
storage service has built up business 
in the cleaning department. 


Wagner polyphase motors are available in all stand- 
ard sizes up to 400 horsepower. They are available 
in various electrical types of squirrel-cage motors, 
slip-ring motors, special air-conditioning motors, 
and multi-speed motors. 


Direct Current Motors 


Motors for All Types of Air-Conditioning Equipment 


for 
Complete Information par Literature Write to 


WadgnerElectric Grporation 


6400 Plymouth Avenue, SaintLouis,US.A. 


MM938-2M 


Single-Phase Motors 


Wagner single-phase motors are available in a wide variety 
of types especially suited for air-conditioning equipment. 
Wagner repulsion-start-induction, split-phase, capacitor- 
start-induction-run, capacitor-start capacitor-run (perma- 
nently-split and standard two-value) and shaded-pole in- 
duction motors are several electrical types of single-phase 
motors that are widely used on air-conditioning equipment. 
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Conditioning 


"The Banker Looks At 
Air Conditioning 


The potential market for air-conditioning equipment has hardly 
been scratched, but a combination of prices out of line with many 
prospects’ purchasing power and continuing ignorance on the part 
of the public of the full meaning and advantages of air conditioning 
has hampered sales in the mass market. 


So says The Index, quarterly publication of the New York 
Trust Co., in its summer issue. 


NEWS readers should find this “banker’s view” of air condition- 
ing’s progress interesting as a concise analysis of what many 
financial interests see as the industry’s strong points and short- 
comings at its present stage of development. 


From the 1938 Summer Issue of The Index, Published by the 
New York Trust Co. (Reprinted by Permission) 


LTHOUGH it was clear toward | products—covering a wide range in 
the end of 1934 that the high | capacity, efficiency, and completeness 
hopes of the many who had looked to | —the incipient boom stage was rec- 
the air-conditioning industry to lead | ognizable and, indeed, a mild boom 
the nation out of depression were | developed with value of installations 
not to be realized, the industry has, | increasing from 45 to 150% in each 
nevertheless, made tremendous strides | succeeding year—1934, $14,000,000; 
subsequent to the report published | 1935, $35,000,000; 1936, $50,000,000; 
in The Index for January, 1935. and 1937, $81,500,000. A comprehen- 
The fact is, of course, that it is | sive survey of the industry indicates 
still a new industry with few of its | that 66% of the 1935 installations— 
origins dating back even as far as | classified according to number of in- 
the preceding century and it has had | stallations—were commercial, 3% in- 
no stimulus to sudden maturity such | dustrial, 25% personal, and 6% 
as that felt through war development | miscellaneous. 
by the otherwise somewhat com- In the early stages of develop- 
parable aircraft industry. ment, air conditioning as a necessity 
And unlike radio and mechanical | was best recognized only in a limited 
refrigeration, sales, especially in the | industrial field, particularly in tex- 
mass domestic field, have been and | tiles where close control of humidity 
still are retarded by prices out of | increased the workability of fibres 
line with the purchasing power of | and made possible accelerated speed 
many consumers. Despite this condi- | and reduced spoilage with a conse- 
tion, however, commercial installa- | quent reduction of costs on net bal- 
tions, like those of motion picture | ance. Among other industries long 
theaters, railway passenger cars, | benefiting from the uniform tem- 
retail stores, and restaurants, thrive | perature and humidity of air condi- 
on the competition existing within | tioning, a notable example is the 
the market, while many industrial | manufacture of cigarettes and other 
processes have found some degree of | tobacco products. Increased health 
air conditioning more or less essen- | and greater efficiency of workers is 
tial. also indicated. 


COMMERCIAL FIELD 


In the commercial field, some 
urban motion picture theaters had 
already pointed the way to increased 
summer patronage and _ profitable 
competitive advantages through sum- 
mer air cooling, which virtually com- 
pelled many theaters without air 
conditioning to contract for instal- 
lations. A similar pattern was being 
followed by the railroads; by 1935, 
nearly 2,500 railway passenger cars 
were equipped with air-conditioning 
equipment. In the domestic and busi- 
ness office field, with scattered in- 
stallations of varied types of control 
and unit equipment, air condition- 


‘STILL ON THRESHOLD’ 


By 1935, the future of the industry 
could be accepted without question 
but it was also apparent that it was 
“still on the threshold of its develop- 
ment.” The summer cooling of 
theaters and the spectacular im- 
provement of riding comfort in 
trains, especially, had created a wide 
public awareness of the benefits of 
air conditioning, together with con- 
siderable confusion as to the essential 
minmum requirements of adequate 
equipment. 

Increasing numbers of manufac- 
turers were added to the ranks of 
the pioneers in the field, some merely 
lM recognition of potentialities, and | ing was still in the luxury field. 
others were already established in In major outlines, subsequent 
related lines, notably in the manu- | changes have not greatly altered this 
facture of heating, ventilating, or | picture. Nevertheless, for most cli- 
refrigerating machinery. mates encountered in the United 

In the heterogeneous mass of their | States, air conditioning in the eco- 


For maximum efficiency, specify 


mmf LARKIN 


Humi-Temp 


The Scientifically Designed Forced-Air Cooling Unit that 
Positively Assures More Fin and Tube Area, Higher 
Relative Humidity, and LESS WEIGHT 

LOSS from Stored Products. 


: 
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N° installation can be more efficient than the cooling unit you put in it. Avoid 


erformance, the 


unpleasantness ,andd complaints ... be assured of superior 
y supplying the 


complete satisfaction and lasting appreciation of every customer, 


celebrated LARKIN HUMI-TEMP, praised by enthusiastic users everywhere. 

Triliatize yourself now with the unique Larkin features responsible for HUMI- 
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nomic field can be conceded to be 
passing the semi-luxury stage in its 
transition to a necessity status. For 
the domestic or comfort field, this 
semi-luxury stage is now being 
approached. Its retardation in the in- 
dustrial field, where many installa- 
tions are self-liquidating—can be 
traced largely to _ difficulties in 
obtaining capital as well as to hesi- 
tancy in spending it while so many 
doubts continue to loom over the 
political horizon. 

While similar conditions have had 
their effect in the commercial field— 
currently the best market—this has 
been partially overcome by the force 
of competition. The trend established 
for motion picture theaters and re- 
peated by the railways, has been 
taken up in varying degrees by res- 
taurants, hotels, department stores, 
shops, beauty parlors, and other 
similar establishments. 

Obviously, when one house reaps 
the first advantages of air condition- 
ing, others generally follow to regain 
or improve on their competitive 
position. Other advantages include 
the extension of seasonal business of 
departments, making profitable use 
of hitherto unusable space and in- 
creased efficiency of personnel and 
receptiveness of customers. 


ECONOMIC FACTORS 


Economic factors affect the major 
market even in the area of ‘‘comfort” 
air conditioning. With currently 
available equipment, the full cost of 
complete year-around air condition- 
ing for a $10,000 to $15,000 house, 
with no further charge for heating 
water, may average about $25 a 
month, including capital charges, 
over and above the cost of heating 
alone. 

Savings in reduced medical ex- 
penses because of better health and 
additional savings including smaller 
cleaning and replacement bills for 
draperies, upholstery, and clothing, 
would hardly equal this amount for 
the normal household. Until the gap 
is narrowed considerably, comfort 
air conditioning must continue to be 
considered a luxury. 

The $81,500,000 business reported 
for 1937 was divided by installations 
as follows: 62% commercial, 3% in- 
dustrial, 31% personal, and 4% 
miscellaneous. 


88% SATISFACTORY 


It has become increasingly evident 
that modern air-conditioning equip- 
ment can perform the functions for 
which it was designed. In a recent 
survey, in which responsible officials 
in 841 commercial and _ industrial 
establishments were interviewed, it 
was discovered that 88% of all in- 
stallations were considered _satis- 
factory. 

Considering the age of the indus- 
try, the temptation for unstable pro- 
ducers to exploit a growing market 
with cheap equipment, and the vary- 
ing climatic conditions in different 
areas, this record of technical ac- 
complishment and consumer ssatis- 
faction is quite remarkable. 

At the same time, it is obvious 
that the potential market has been 
barely scratched. There are a num- 
ber of reasons for this, a few being 
exceedingly important. The hesitancy 
to make capital expenditures when 
the political and economic future 
is beclouded has already been men- 
tioned. The deterring effect of high 
prices has also been discussed with 
regard to the private market but it 
is also a factor in all markets. 
Furthermore, a wide expectation of 
rapid price decreases has caused 
many prospective purchasers to de- 
lay buying equipment. 


CONTRIBUTING FACTORS 


Other contributing factors would 
include inability to train men rapidly 
enough to handle the rather compli- 
cated installations; an apparent lack 
of understanding, not alone on the 
part of the general public but also 
to some degree on the part of man- 
agement, of the function and benefits 
of air conditioning; stiffening muni- 
cipal resistance to increases in the 
use of water for cooling; poor in- 
sulation in older structures, and the 
relative lack of new building. 

To a large extent, installations of 
air-conditioning equipment in indus- 
trial plants and the larger commer- 
cial houses are, and are likely to 
remain, individual problems requir- 
ing special adaptations of equipment 
and installation technique to fit 
specific cases. Such custom service 
generally results in relatively effi- 
cient and closely controlled regula- 
tion of the atmosphere but it is not 
and cannot be inexpensive, although 
costs may come down somewhat 


through constant 
parts and methods. 


In the small installation and per- 
sonal comfort field, a rapid decrease 
in costs and prices is not anticipated 
by experienced manufacturers, who 
claim that many component parts, 
such as refrigerating machines, fur- 
naces, and blowers, are already 
highly perfected. Furthermore, it is 
pointed out that a good portion of 
the cost lies in the necessary duct- 
work, the installation of which re- 
quires and will require skilled plan- 
ning and labor to a _ considerable 
degree. 


improvement of 


DIFFICULTY OF TRAINING 


The difficulty of training such 
labor rapidly is in itself a drag on 
expansion of the boom type, and, 
although leading manufacturers are 
training installation engineers, the 
time is not yet in sight when the in- 
stallation of complete year-around 
air conditioning can be safely left 
to any available dealer. 


Self-contained or “package” equip- 
ment has recently become available 
with much larger capacity than 
heretofore, extending the range of 
such applications well into the field 
of commercial establishments of 
moderate size. Nevertheless, while 
the rate at which costs will be 
lowered is not predictable, it is safe 
to state that they will come down. 


GREATER SALES VOLUME 


A greater sales volume will result 
from reductions in price made pos- 
sible by the adoption of mass produc- 
tion and efficient assembly methods, 
and, as time goes on, this cycle 
should be repeated. Likewise, it is 
reasonable to assume that further 
technical advances will contribute 
both to lessened initial and to lower 
operating costs. Finally, experience 
tends to indicate that current ideas 
as to the cooling equipment required 
on a home installation may be re- 
vised downward... . 

However, makeshift and incom- 
plete products have been and are 
being misrepresented as complete 
air-conditioning equipment, to the 
hurt of the industry as a whole. It 
would appear from the survey that 
all manufacturers whose products 
adhere to basic standards could also 
serve and protect themselves by 
using more specific and informative 
advertising copy in describing their 
individual wares. 


With inadequate or _ overtaxed 


water or sewer systems existing in 
many localities, the fear that the use 
of water as a cooling medium in air- 
conditioning installations would fur- 
ther burden these facilities has led 
a number of municipalities to con- 
sider and a few to adopt restrictive 
measures. Such measures need not 
cause concern, for cooling towers 
and other means of utilizing the 
water again are available at reason- 
able cost, with a loss of but 5 to 
10% of the water and some return 
in the form of reduced water charges. 


HAMPERING FACTORS 


These hampering factors, however 
deterrent to sales volume, are of less 
importance than the effects of re- 
tarded building. Conversely, a build- 
ing boom should stimulate air con- 
ditioning through lower installation 
costs, and, on a _ deferred basis, 
through the ability to install heating 
plant and ductwork or winter air 
conditioning in anticipation of later 
completion of equipment. ... 

Lower ceilings are possible with 
air conditioning, permitting substan- 
tial savings in material, and cross 
ventilation is unnecessary, permit- 
ting more efficient planning. With 
some exceptions, especially in the 
commercial field, buildings in the 
blue-print stage offer a better mar- 
ket for air conditioning than those 
already constructed. 


HUGE POTENTIAL 


With the vast majority of factor- 
ies, stores, office buildings, and other 
places of business still operating 
without the benefits of air condition- 
ing—with, according to Fortune, 
less than 4% of 1% of the 22,000,000 
wired homes in the United States 
able to boast of so much as an air- 
conditioned room—with a huge back- 
log of deferred building, the potential 
domestic market for air conditioning 
is undoubtedly of tremendous magni- 
tude. 

Already endowed with a _ high 
degree of technical proficiency, the 
industry, to win this major market, 
must wait on its ability to lower 
costs and upkeep, and educate the 
public. It may not yet be quite ready 
to gain full advantage from a build- 
ing boom, but there is no question 
that any substantial increase in build- 
ing will stimulate the industry, put 
it in a better position to solve its 
problems, and bring nearer the day 
when all important forms of air con- 
ditioning will be recognized as 
economically desirable. 
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nate warping; genuine Timken 
roller bearings to assure perfect 
alignment; and positive Press-R- 
Seal. Similar craftsmanship and 
skill in manufacturing and assem- 
bly mark every part of every 
BAKER machine. 


No wonder then that BAKER 
equipment lasts longer and oper- 
ates more efficiently at lower cost. 
Precision manufacture, however, 
is only one of the many ways in 
which BAKER backs up _ its 
dealers. For complete information, 
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BAKER Compressors are the acme i 
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All machined parts are 
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and rings; crankshaft bearings ground 
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lubrication; valves and seats 
machined from solid bar steel to elimi- 
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dual con- 
densing unit avail- 
able 6 to 30 H.P., 
unusual flexibility. 

4-cylinder Freon com- 
pression unit, 40 to 
60 H.P., designed for 
quick installation. 
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Ice Industry's 
Program 


IKE the premature report of 

Mark Twain’s death, stories 
in the daily newspapers emphasiz- 
ing the amount of money to be 
spent by the ice industry in its 
proposed three-year program of 
advertising and promotion appear 
to have been somewhat exagger- 
ated. 


Most newspaper accounts of the 
proposed plan have treated as an 
assured fact a fund of $10,000,000, 
which, it is stated, the national ice 
industry will spend during the 
next three years to boost sales of 
ice and ice refrigerators. Some 
reports have it that the $10,000,000 
will be spent in one year. 


Ten Million Dollar Fund 
Merely Proposed Figure 


A closer study, however, reveals 
that what the $10,000,000 actually 
represents is an estimate of the 
amount that may be spent over 
a period of three years for both 
national and local advertising, 
training, and promotion by Na- 
tional Ice Advertising, local ice 
companies, and ice refrigerator 
manufacturers combined, if the 
proposed campaign works out 
according to its backers’ hopes and 
expectations. 


To look at the facts candidly, 
there is plenty of room for doubt 
that anything like a figure of ten 
millions of 59-cent dollars will be 
expended in a unified campaign 
promoting the use of ice refrigera- 
tion and the purchase of ice 
refrigerators. 


Pledges Based on 
Tonnage Statistics 


Support for the “national” 
advertising and training part of 
the three-year campaign will come 
from both ice and ice refrigerator 
companies, it was decided at the 
recent National Ice Advertising 
meeting in Chicago. Pledges from 
the ice industry will be made on a 
three-year basis, assessment to be 
made on the basis of one cent a 
ton for car-load and car-icing ton- 
nage, and three cents a ton for 
all other ice sold. 


Tonnage figures for 1936 will be 
used as the assessment basis, ex- 
cept where capacity has been 
expanded since that date. 


Ice refrigerator manufacturers 
who participate in the campaign 
(and all principal producers are 
said to have pledged their sup- 
port) will be assessed on either 
a dollar volume or unit volume 
basis, as yet undetermined. 


$750,000 a Year For 
National Promotion? 


According to one report of the 
meeting, “total expenditures for 
‘national’ advertising and training 
is estimated to reach $2,500,000 
during the three-year term, with 
local advertising and promotion 
bringing the total three-year term 
well above the ten-million-dollar 
mark.” 


“Fundamental” work, such as 
national magazines, home _ eco- 
nomics radio and pamphlets, in- 
dustry training and educational 
work among those who have oppor- 
tunity to influence the public... 
adults and students . . . will be 
placed first in importance when 
the “national” budget is being 
planned, according to sentiment 
expressed at the meeting. 


Only Tentative Pledges 
Recorded So Far 


Extent to which all of this 
“fundamental” work can be car- 
ried out, of course, depends upon 
the size of the amount pledged by 
the participating factors. As yet 
no exact figure has been reached, 
only tentative pledges from ice 
and ice refrigerator companies 
being taken at the Chicago meet- 
ing. 


While these tentative pledges 
are said to have placed the total 
goal “well past the half-way 
mark,” it should also be noted that 
each pledge is made with the 
specific condition that it is not 
valid until the total pledges from 
the ice industry alone have 
reached a sum _ approximating 
half a million dollars to be used 
solely for national advertising, 
training, and promotion. 


No Payment Required 
Unless All Support 


“When the industry is can- 
vassed for support of the three- 
year plan, each new signatory to 
the pledge will likewise sign with 
this same restriction, so that no 
payments will be required unless 
wholehearted support is received 
from the industry throughout the 
nation,” says a report of the 
meeting. 


“This move was not made,” it 
is reported in Refrigeration, an 
ice-interest publication, “as a 
leverage to secure pledges from 
non-supporting companies, but to 
assure those who do make pledges 
that their money will not be spent 
on a campaign so wholly in- 
adequate as to reduce its efficiency 
over past campaigns.” 


Local Advertising 
Far Exceeds National 


No definite pledge is _ being 
asked as to the amount the various 
individual ice companies will spend 
in local advertising and promotion, 
since this will of necessity depend 
upon local conditions. During the 
past three years, however, local 
advertising is said to have ex- 
ceeded “national” advertising by 
several hundred per cent. 
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So the ice industry at least has 
hopes for a campaign of consider- 
able proportions over the next 
three years. But the ‘$10,000,000 
campaign” is not yet an estab- 
lished fact, as some newspaper 
stories might lead one to assume. 
As matters stand at present, the 
proposed drive boils down to a 
possible $2,500,000 fund for “na- 
tional” advertising and training 
efforts, dependent upon pledges 
from ice and ice refrigerator com- 
panies, as yet not actually solicited 
—and none of which are binding 
unless the total pledges from the 
ice industry alone reach $500,000. 


Dealers Shouldn’t 
Start Worrying 


The rest of the anticipated 
$10,000,000 total is expected to be 
spent by individual companies and 
firms in their local advertising and 
promotion work—and while the 
estimate may be sound, on the 
basis of past percentages, it still 
is only an estimate, for it will 
depend almost entirely on local 
conditions, since no pledges as to 
individual spendings are _ being 
asked. 


But electric refrigeration dealers 
shouldn’t start worrying over dny 
concerted and unified $10,000,000 
campaign to advertise ice in 1939, 
or even spread over 1939-40-41. 
It just doesn’t seem to be in the 
cards. 
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QUOTED 


The Woman’s View 


This “striking” note appeared in a 
recent issue of Collier’s Weekly: 


And Mrs. George Benishe, of Flint, 
Mich., desires it to be known that her 
father is no longer a member of the 
United Automobile Workers of Amer- 
ica. “It is not my father’s fault that 
he has quit the union,” says she. “It 
is my fault. I took matters in my 
hands. He could not work because the 
shop closed because the union would 
not let the men work because they 
did not pay their dues because they 
did not have any money on account of 
not working. So I told my father, 
who is a widower, that I would throw 
him out, being a widow, if there was 
any more nonsense. So he has quit 
the union and told them to see me, 
and nobody has showed up and they 
better not. I said who the hell are 
you working for to my father, your- 
self or the union, and he said have it 
your own way as usual, and there 
wasn’t any more talk about it. Print 
this.” 


LETTERS 


Claim Kleist Priority In 
Hold-Over Patent 


Dole Refrigerating Company 
208 N. Clinton St. 
Chicago 
Editor: 

The following is an item of news 
which may interest you: 

“In the interference of Kleist v. 
Chamberlain, wherein the Dole Re- 
frigerating Co. is the assignee of 
Kleist and the Kold-Hold Mfg. Co. 
is the assignee of Chamberlain, and 
which covers the vacuum hold-over 
plate, the Patent Office has decided 
that Kleist is the inventor and has 
awarded priority of invention to him.” 

E. J. TWEED, 
Pres. and Gen. Mgr. 

Answer: After all, a patent is 
merely “a license to start a lawsuit” 
and a court decision is necessary to 
establish its validity. See article on 
page 13. 


Molded Ice Cubes 
—Initialed, Too 


Filtered Water Service, Inc. 
70 Bedford St. 
New York, N. Y. 
B. T. Umor: 


In your issue of July 20th, under 
the caption of “Cold Canvass,” you 
have an item about fancy ice cubes 
and to show you there is very little 
new under the sun, we are enclosing 
a photograph showing ice balls. We 
hold a patent which automatically 
dispenses and ejects this product and 
if somebody wants them flattened like 
a hail stone, we can change the mold, 
or if they get very fussy and want 
their initial on the hail stone or the 
ice balls, we can accommodate them 
also. 


This answers the last sentence in 
your article. 


B. H. T. MutcH. 


No Exchange List 


Worldservice Publishing Co., Ltd. 
World Service for Commerce, 
Industry and Arts 
Zurich, Switzerland 

Editor: 


Thank you very much for the 
prompt attention to our request which 
we addressed to Mr. Schuyler Hopper, 
the advertising manager of the Asso- 
ciated Business Papers. The specimen 
copies of your News have been re- 
ceived. - 


We would be very much interested 
to learn whether you could consider 
a reciprocal exchange of our maga- 
zines. Our Journal, Worldservice, is 
dedicated to the development of the 
trade, especially in the English speak- 
ing countries. We are particularly in- 
terested in anything pertaining the 
American business and industrial life, 
for which purpose a regular mailing 
of your magazines would be of value 
to us. 

Under separate cover we are for- 
warding a specimen copy of the June 
issue of our journal Worldservice, 


which we trust will be of some inter- 
est to you. 
May we hear from you about this 
matter by return mail? Thank you. 
WORLDSERVICE PUBLISHING Co., Lt. 


Answer: The News has long made 
it a practice to enter regular sub- 
scriptions to those business and 
general magazines or newspapers it 
wished to receive regularly, and 
requests other publications _inter- 
ested in reading the News to do like- 
wise. We do not have an exchange 
list. The only way anybody can be 
sure of getting the News every week 
is by becoming a regular subscriber. 


In a Hurry 


United Refrigeration Service 
338 Fulton St. 
San Francisco, Calif. 
Sirs: 


I have just received another special 
renewal offer from you. I was so 
anxious to get my renewal subscrip- 
tion check to you last week I con- 
pletely forgot the extra gift. 

Please send the Air Conditioning 
Manual, B-1, “How to Select and 
Install Air Conditioning Systems.” 

The News is so very full of up-to 
date news that it alone is more than 
worth the subscription price. To re 
ceive an extra gift is a real prize. 

DarrRELL D. Davis 


Service To Dealer 


H. G. Lindquist 
West End 
East Aurora, N. Y. 
Sirs: 

Thank you for accepting my appli: 
cation. I am enclosing herewith my 
personal check for $4.00. 

You have a very excellent trade 
paper, and will be of great service t0 
me. 

In passing would say that I handle 
Briggs-Johnson refrigerators in addi 
tion to Servel Electrolux refrigerators 

H. G. Linpquist 


Pleased With Book 


Casper Supply Co. 

444 S. Center St. 

Casper, Wyoming 
Sirs: 

We are indeed pleased with th 
book “Appliance Selling Today” * 
was evidenced by the fact that Ww 
immediately ordered one more ° 
these for our own use. 

This certainly is helpful inform® 
tion, and I intend to show this book 
to my trade as I call on them. 

W. R. ALtpRIGHT, 
Manager, Electrical Dep 


Graybar Electric Co. 
Twelfth & Main Sts. 
Jacksonville, Fla. 

Sirs: 
We know we will get many helpf 
ideas from reading “Appliance Selliné 
Today.” 
W. P. CovincTo’, 
Merchandise De? 


Graybar Electric Co. - 
Austin & Wood Sts., Dallas, Te 


Sirs: y’ 
I think “Appliance Selling Tod, 


is excellent. I have been using N 


ur appliance men. 
with o pp L. B. MescuaNt, 


Merchandise Manaé*® 
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Chir Conditioning 


Man-Made Hurricanes, Storms, and Frosts 


Test Ford Cars For 


DEARBORN, Mich. — Automobiles 
are like battleships, in that both 
must withstand rain, snow, ice, wind, 
hail, sand storms, high and low 
temperatures, and other weather 
extremes. At every hour of the day 
and night, in all parts of the world, 
gasoline-driven vehicles for passen- 
gers and freight are called upon to 
operate under every conceivable type 
of weather and atmospheric condi- 
tion. 

Man-made weather of all descrip- 
tions is created in the new wind 
tunnel located in the engineering lab- 
oratory of the Ford Motor Co. here. 
All the functions of air conditioning 
are utilized in this gigantic test room, 
which is one of the most expensive 
and elaborate tools used by industry 
in the testing of mechanical devices. 


TWO-FOLD PURPOSE 


Purpose of the tunnel is two-fold. 
First, it makes it possible to repro- 
duce in a laboratory any kind of 
weather to be found anywhere on 
earth at any time of year. In the 
second place, it dispenses with the 
time factor. Already it has demon- 
strated most effectively how valuable 
it is in giving immediate answers, 
regardless of outdoor weather, to 
questions arising in motor car de- 
sign, say Ford engineers. 

The tunnel itself, which is a 
rectangular structure, 124 feet long, 
35 feet wide, and 14 feet high, en- 
closing an elliptical chamber 10 feet 
in diameter, which is large enough 
to hold a passenger bus. Walls are 
lined with 6 inches of sheet cork, and 
the inside is metal sealed, air tight. 

A control station is located outside 
the tunnel on the north side. The 
tunnel walls at this point are formed 
of multiple layers of heavy glass 
framed in steel, enabling engineers 
to watch cars under test. A control 
table, resembling an organ console, 
is located at this point on which 
conditions in the tunnel are recorded. 


MAN-MADE HURRICANE 


Air velocities in the wind tunnel 
up to 85 miles per hour are created 
by a 10-foot three-blade Douglass 
airplane propeller of the type used 
on transport planes. Powered by a 
400-hp. direct-current motor, the 
Speed of this ‘fan’ may be regulated 
to produce wind velocities from a 
few miles per hour to a veritable 
hurricane. 

Temperatures in the tunnel may 
be regulated from —22° F. to 160° 
F. Refrigeration is supplied by a 
500-hp. Triumph ammonia compres- 
Sor built in 1917, which was moved 
from the Ford Motor Co. plant in 
Highland Park to its present location 
in Dearborn. Ammonia is piped 
through 90,000 feet of %-inch finned 
tubing, located in the upper portion 
of the tunnel. 

Control of the refrigeration ma- 
chinery, propeller speed, fresh air 
intake, and air density (altitude) is 


Structural Soundness 


maintained from the control panel 
outside the tunnel. The operator is 
in constant communication with the 
operators of various functions of the 
tunnel, and with the men inside the 
vehicle being tested, by means of 
radio telephone. 

Instruments on the control panel 
register the speed, temperature, baro- 
metric pressure, and humidity of the 
air inside the tunnel. Others record 
the engine speed, fuel consumption, 
air-fuel ratio of the carburetor mix- 
ture, and the efficiency of the fuel 
combustion. 

Still other instruments record the 
temperatures of the engine compart- 
ment and of the intake and outlet 
cooling water; the intake vacuum, 
the exhaust temperature and pres- 
sure, the engine oil pressure and 
temperature, and scores of other 
readings. In all, nearly 100 distinct 
readings of various conditions may 
be recorded simultaneously. 


WHEELS ON TREADMILL 


The vehicle under test is mounted 
with its rear wheels resting on a 
treadmill connected with a dyna- 
mometer at the left side of the 
control station. The car or truck is 
actually in operation during the test. 
The engine is controlled from the 
console outside, and may be speeded 
up or slowed to a crawl, as the 
operator desires. The turning wheels 
spin the treadmill and record on the 
dynamometer scale the engine power 
output. 


While tests are in progress, condi- 
tions at various altitudes are simu- 
lated by altering the air pressure and 
the oxygen content of the air inside 
the tunnel. If the engineers desire 
to duplicate the rarified conditions 
found at 10,000-foot altitude, they 
burn out part of the oxygen in the 
tunnel air, reduce the pressure, and 
then admit only enough fresh air to 
maintain these conditions. If below 
sea-level conditions are to be dupli- 
cated, they simply close the breather 
vents and build up the pressure. 


SPRAY CONTROLS HUMIDITY 


Humidity control in the Ford wind 
tunnel is by means of sprays, which 
introduce water to the air in the 
tunnel at a predetermined tempera- 
ture. Should the engineers desire to 
produce rain, they can turn on the 
rain spray from the top of the test 
chamber. The spray will produce ice, 
if the temperature inside the tunnel 
is below freezing. If they wish to 
create a dust storm or sand storm, 
dust or sand can be blown at the 
car in the wind tunnel by an electri- 
cally operated screw and air jet in 
the floor of the tunnel ahead of the 
car. 


In addition to the wind tunnel, 
Ford engineers test motors and 
vehicles of all kinds in a “‘cold’’ room, 
which is just large enough to admit 
one vehicle at a time. This room, 
insulated with 8 inches of cork and 


Vol, 
Vol, 
Vol. 
Vol, 


&—Jan. 4 to April 26, 1933. 
9—May 3 to Aug. 30, 1933. 
10—Sept. 6 to Dec. 27, 1933. 
ll—Jan. 3 to April 25, 1934. 
Vol. 12—May 2 to Aug. 29, 1934. 
Vol. 13—Sept. 5 to Dec. 26, 1934. 
Vol. 14—Jan. 2 to April 24, 1935. 
Vol. 15—May 1 to Aug. 28, 1935. 


Copies of Air Conditioning & Refrigeration News 
Bound for Reference Use 

Copies of Air Conditioning & Refrigeration News (formerly Electric 

Refrigeration News) for the past five years are available in bound 

books. These volumes, each covering a four-month period, are bound in 

a stiff paper board cover or in black imitation leather. Prices: $3.00 

€ach for paper binding or $5.00 each for imitation leather, f.o.b. Detroit. 


Shipment will be made by express collect unless otherwise specified. 


Vol. 16—Sept. 4 to Dec. 25, 1935. 
Vol. 17—Jan. 1 to April 29, 1936. 
Vol. 18—May 6 to Aug. 26, 1936. 
Vol. 19—Sept. 2 to Dec. 30, 1936. 
Vol. 20—Jan. 6 to April 28, 1937. 
Vol, 21—May 5 to Aug. 25, 
Vol. 22—Sept. 1 to Dec. 29, 1937. 
Vol, 23—Jan. 5 to April 27, 1938. 


al 


The price is 
Pp 


A Handy Binder for Current Issues of the News 


We offer a binder designed and made especially for keeping your 
current file copies of Air Conditioning & Refrigeration News neat and 
ways available for ready reference. 


od $3.75 shipped to you postpaid in the United States and 

wa," and Pan-American Postal Union countries. For all other 

ede ries, postage based on a shipping weight of six pounds must be 
ed to the price. Send your remittance with order. 


| Business News Publishing Co., 5229 Cass Ave., Detroit 


Creating Bad Weather To Make Good Cars 


Man-made weather of 


every type, ranging from tropic heat to arctic 


cold, is controlled and recorded from the organ-console-like instrument 
board (above) outside the new wind tunnel in the Ford Motor Co.’s 


engineering 


laboratory at Dearborn. 


(Below) This Ford has. been 


through a made-to-order blizzard—notice how the laboratory worker 
buries his nose in his sheep-skin collar. 


still air, is maintained at —40° F. 


Refrigeration for the “cold’”’ room is | 


supplied by a 20-hp. York unit. 

Refrigerant piping and controls on 
the cold room and wind tunnel were 
installed by the Detroit branch office 
of Westerlin & Campbell, York dis- 
tributor. 


Louisiana Dealer Sells 


40 Tons of Cooling 


BATON ROUGE, La.—Approxi- 
mately 40 tons of mechanical refrig- 
eration have been sold here recently 
by M. H. Faures, air-conditioning 
and standard commercial 
here. 

Systems installed include a 15-ton 
cafe job; a 15-ton conditioning sys- 
tem in a ladies ready-to-wear shop; 
a 7-ton system in a jewelry store, 
and a 3-ton sale to one of the offices 
in the state capitol. 


Houston C. of C. Addition 
To Be Conditioned 


HOUSTON, Tex.—Kribs & Land- 
auer, consulting engineers, will de- 
sign the air-conditioning installation 
to be made in the 13-floor addition to 
the Chamber of Commerce building 
here. The addition will make the 
structure 22 stories in height. 


O'Leary To Sell Airtemp 
In Holyoke, Mass. Area 


HOLYOKE, Mass.—The O’Leary 
Plumbing & Heating Co. has been 
appointed deaier in Holyoke and 
immediate vicinity for Chrysler Air- 
temp air-conditioning equipment and 
oil burners. 


Jacobs Bros. Installs York 
In Madison Hotel 


MADISON, Wis.—Jacobs Brothers 
Co. has installed York air condition- 
ing in the Old English room of the 
Belmont hotel here. 


dealer | 


| 


It’s no mere accident that Penn Controls 
continue to give ‘‘new control” perform- 
ance year after year on thousands of 
installations. Piece by piece, Penn Con- 
trols are designed for, first, unsurpassed 
performance, and, second, long life. 


Materials that go into the numerous 
parts of even the most simple of controls 
play a vital part in the efficiency and life 
of such units. Constantly, Penn engineers 
test, with the most accurate of today’s 
equipment, the offerings of metallurgists 
and chemists to find those materials that 
will assure peak performance for the 
greatest length of time. Having found 
and specified them, then Penn engi- 
neers test raw materials . . . check 
fabricated parts ... to be doubly 


5% Increase In Diners’ 
Checks Buys Cooling 


CHICAGO—By increasing diner’s 
checks an average of 5% each, air 
conditioning paid for itself in two 
summers at Mann’s Rainbo Seafood 
restaurant here. 

An existing washed air system in 
the building made humidity condi- 
tions unbearable, until Owner Gus 
Mann added refrigeration equipment 
to the system, making ‘complete 
humidity control possible. 

Former summer losses have been 
converted into profits by the system, 
Mr. Mann asserts. The first season 
additional business was attracted to 
the restaurant, and during the second 
summer the _ increased volume 
was maintained without change. 

The air-conditioning system paid 
dividends in October of last year, 
during a very hot week, when most 
other restaurant systems had been 
shut off for the winter, Mr. Mann 
says. 


Triborough Bridge Offices 
Conditioned By Trane 


NEW YORK CITY—Air  condi- 
tioning for the administration 
building of the new $60,000,000 
Triborough bridge, connecting Man- 
hattan, Queens, and the Bronx, is 
supplied by four Trane air condi- 
tioners located in the basement of 
the building. 

One compressor has been installed 
with each of the four conditioners, 
and cool air is supplied to all rooms 
in the building, including the police 
captain’s bath. 

Garage immediately adjacent to 
the administration building is heated 
by a Trane “Torridor’” unit. 


Columbus Coal Co. Opens 
Airtemp Sales Branch 


COLUMBUS, Ohio—The Citizens 
Coal Co. has opened a branch office 
at 373 E. Broad St., from which it 
will conduct sales of Airtemp air- 


conditioning equipment. Directing 
this phase of the firm’s business are 
Horton Bell, president; Norman 


Lloyd, and Ray Ferguson. 


SCIENCE ADDS YEARS 
OF FINE PERFORMANCE 
TO PENN CONTROL LIFE 


tcc 


sure of a finished product that meets Penn’s 
rigid specifications. 

Ingeniously simple designs, rigid quality 
standards, and scientific accuracy in pro- 
duction have won world-wide respect for 
Penn Controls—mad« them standard on 
many leading makes of equipment. Add 
prestige to your product ... add years of 
trouble-free, unexcelled performance . . . 
by specifying Penn Controls. 

PENN ELECTRIC SWITCH CO., 
GOSHEN, INDIANA. In Canada, Power- 
lite Devices, Ltd., Penn Electric Switch 
Division, Toronto, Ontario. 

Branches, Factory Repre- 
sentatives and Distribu- 
tors in all principal cities. 


Penn Electric Switch Co.. Dept. R 3, 
Goshen, Indiana. Mail us your catalog of 


Refrigeration Controls. 
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Distributor - Dealer Deings 


11 Salem, Ore. Dealers 
Take Part In Show 


SALEM, Ore.—Eleven household 
appliance dealers in the Salem terri- 
tory took part in an Electrical and 
Refrigeration Show held at _ the 
Armory here under the auspices of 
the Oregon Statesman. 

Dealers participating were: Yeater 
& Rush Co. (Westinghouse), Hogg 
Bros. (Frigidaire, Bendix), Good 
Housekeeping, Inc. (Leonard), Mont- 
gomery Ward Co, H. L. Stiff 
Furniture Co. (Hotpoint), Imperial 
Furniture Co. (General Electric), 
Hamilton Furniture Co. (Kelvinator), 
Nelson Brothers Appliance Co., Sears, 
Roebuck & Co. (Coldspot), Heider’s 
Radio & Electric Co. (Stewart-War- 
ner), and George E. Allen Hardware 
Co. (Norge). 


YOUR CATALOGS 


EVER HAD 
* 


Gilmer’s new 
handsome, handy 
Counter Catalog Stand 


FACES YOU 


Made for jobbers. Holds all 
your catalogs together, facing 
you. Speeds up your service, saves 
your time—a flick of your finger 
finds what you want. 


All-Steel 
Dark Blue Finish 


Lasts a Lifetime 


Capacity—8 inches of catalogs 
(increased by coupling two or 
more stands together). Equipped 
with four 1” holders. Available in 
standard 3-holeor4-hole punching 
for 842" x 11” catalogs. Easy-to-re- 
move holders for quick changes. 


FACES CUSTOMER 


Helps You Sell 


Impresses “Gilmer Belts” on 
your customers while you’re fill- 
ing orders. Such constant remind- 
ing builds future sales. 


Saves you 50% 


Equals other stands costing 
twice as much. 


Get details — FREE — today 


L. H. GILMER COMPANY 


Tacony, Philadelphia 
Send description and price of Gilmer Stand to 
NAME__ — 


ADDRESS 


George Jaud To Manage 
Sales For Gibson 


GREENVILLE, Mich. — Appoint- 
ment of George H. Jaud as district 
sales manager for Gibson Electric 
Refrigerator Corp. in Washington, 
D. C., Maryland, West Virginia, Vir- 
ginia, Delaware, and part of Pennsyl- 
vania, has been announced by F. E. 
Basler, Gibson’s general sales man- 
ager. 

Mr. Jaud had been associated with 
Mr. Basler previously, having been 
for several years a district manager 
for Atwater Kent Mfg. Co. When 
this company was dissolved, Mr. 
Jaud became sales manager of Mis- 
souri Sales Co., St. Louis, which 
position he resigned to accept the 
job with Gibson. 


Lakeview’s Plainville Branch 
Doubles Floor Space 


PLAINFIELD, N. J.—Local branch 
of Lakeview’s chain of electric re- 
frigerator and appliance stores, han- 
dling the General Electric line, has 
taken over quarters of the store next 
door, thus doubling its former floor 
space, according to Frank J. Hoppe, 
president of Lakeview’s stores, and 
Alexander Sheara, manager of the 
local branch. The local store has 
been open since the first of the year. 


REFRIGERATION ANDO 
AIR CONDITIONING © 


DIRECTORY _ 


5 ' 


“e 
Zan BUYER'S GUIDE 


NEW COMPANIES 
FULLY LISTED 


In this rapidly changing indus- 
try, many new manufacturers 
have come into the field in the 
past few years, other organiza- 
tions have dropped out of the 
picture. New companies offer- 
ing the products you buy may 
be closer to you than your 
present sources of supply—may 
be equipped to give you quicker 
service, better prices, equip- 
ment that better serves your 
needs. All manufacturers of 
refrigeration and air-condition- 
ing products selling in the 
national market are listed in 
the new Directory No. D-1. 
You will find this book a money 
and time saver! 


IN 7 SECTIONS 


Air-Conditioning Systems 
And Equipment 


Commercial Refrigeration 
And Equipment 
Household Refrigeration 
And Equipment 
Parts, Materials, 
And Accessories 


Jobbers, Schools, 
Foreign Mfgs., Etc. 


Index Of Names Including 
Street Addresses 


Alphabetic Index Of 
Classified Products 


252 Pages $1.00 a Copy 


BUSINESS NEWS 
PUBLISHING CO. 
5229 Cass Ave., Detroit, Mich. 


Supplies, 


+ + + + + 


All Cooper Employes 
Join Sales Drive 


CHICAGO — Individualizing its 
entry in the National Salesmen’s 
Crusade, R. Cooper Jr., Inc., General 
Electric distributor here, started off 
its “Sales Mean Jobs” activities with 
a campaign of its own, known as 
“Cooper Appreciation Week.” 

In this drive, which was intended 
to show the firm’s appreciation for 
the fine job done by Cooper’s Chi- 
cago dealers, the 8,000-odd prospect 
names received through the com- 
pany’s recently conducted G-E Kit- 
chen contest were divided up among 
the 200 to 300 salaried employes of 
the Cooper organization. 

Each of these employes, from presi- 
dent to office boy, was then given 
an identification badge, a package of 
sales promotion literature, and a 
letter of introduction to a _ pre- 
selected dealer, whom he proceeded 
to contact. : 

Before starting out, however, a 
general meeting was held at which 
the nature of the plan was outlined, 
every model of electrical appliance 
handled by the Cooper company dis- 
played, and the salient points of each 
reviewed. Then the entire group set 
out to call on their respective dealers 
and prospects. 

“Cooper Appreciation Week” was 
directed by R. T. Cragg, advertising 
and sales promotion manager; S. B. 
Maher, vice president in charge of 
apartment house sales; and C. L. 
Hobbs, manager of Cooper’s city 
dealer department. 


Fincher Co. Named Dealer 
For Frigidaire Coolers 


LEXINGTON, Miss.—Fincher Co. 
has been appointed dealer in this 
district for the complete line of do- 
mestic air-conditioning equipment 
manufactured by Frigidaire division 
of General Motors Corp. 


Southern Auto Dealer 
Turns To Appliances 


BUCHANAN, Va.—To compensate 
for its slumping automobile sales, 
Buchanan Motor Co. has taken on 
the Kelvinator line of household 
appliances. 


Adds Hotpoint Line 


TCHULA, Miss.—Tchula Ice & 
Coal Co., operated by B. B. Brandon 
and B. B. Brandon, Jr., has taken on 
the Hotpoint line of refrigerators, 
ranges, and water heaters. 


Kitchen on Sales Floor 


CHARLOTTESVILLE, Va. — Gil- 
more, Hamm & Snyder, local furni- 
ture store, has installed a model 
Westinghouse kitchen in its quarters 
here. 


VIRGINIA QUALITY 
REFRIGERANTS 


e METHYLENE 
CHLORIDE 


e EXTRA DRY 
ESOTOO 


e V-METH-L 


IRGINIA SMELTING Co. 
W. NORFOLK, VA. 


Roanoke Branch Set Up 
By Frigidaire Division 


ROANOKE, Va.—Establishment in 
Roanoke of a branch office and sales 
room of Frigidaire division of 
General Motors Corp. has been an- 
nounced here by company officials. 

The branch office will function as 
the company’s distributing outlet for 
the complete line of Frigidaire and 
Delco-Frigidaire products, which in- 
cludes household and commercial 
refrigeration equipment, Frigidaire 
electric ranges, and Delco-Frigidaire 
air-conditioning and automatic heat- 
ing equipment. The new office and 
show rooms will become operative 
at once, and will be located at 29 
Franklin Road. 

In charge of the local office will 
be J. C. Holmes, veteran Frigidaire 
sales executive. Mr. Holmes is a 
former Roanoke resident, and was for 
several years associated with the 
Frigidaire distributorship here as 
general manager. 

More recently he has been com- 

mercial sales manager with the 
Norfolk, Va. Frigidaire district office, 
a position he relinquishes to return 
to Roanoke and assume the district 
managership. 
The branch office, as distributor 
for Frigidaire products, succeeds the 
previous distributorship here of the 
H. C. Baker Co., Inc. This company, 
it was announced, is retiring from 
the business, primarily as a result 
of the recent death of Harry C. 
Baker, its head, who has been dis- 
tributor here for Frigidaire since 
the inception of the business. 

Territory in which the Baker Co. 
had operated under contract with the 
Frigidaire organization consisted of 
about half of the state of Virginia, 
part of West Virginia, part of North 
Carolina, and a small section of 
northeast Tennessee. 


Toledo Distributor Adds 


Two New Lines 


TOLEDO—J. W. Green Co., dis- 
tributor in this territory for West- 
inghouse refrigerators, RCA-Victor 
radios, and the Bendix home laundry, 
has been appointed exclusive dis- 
tributor in the Toledo area for Cole- 
man oil burners and Victor radio 
tubes, according to an announcement 
by H. F. Heyman, sales manager. 


Kansas City Association 
To Publish Monthly 
News Digest 


KANSAS CITY, Mo. — Electric 
Association of Kansas City has an- 
nounced publication of the Electric 
Digest, a monthly magazine contain- 
ing articles and news of the elec- 
trical industry in Kansas City and 
vicinity. 

Distribution of the new publication 
is being made to 3,500 electrical 
dealers in the territory covered by 
local wholesalers, the association 
stated. 


Greenwood Made Celotex 
Assistant Sales Head 


CHICAGO — Marvin Greenwood, 
former manager of the St. Louis 
branch of Celotex Corp., has been 
made assistant general sales man- 
ager of the company, succeeding Lee 
Bartholomew, who is the new sales 
manager of Celotex, Ltd., England. 
Earl A. Donk succeeds Mr. Green- 
wood at St. Louis. 


Hoge Radio Co. Moves 
To Remodeled Store 


TAMPA, Fla.—Hoge Radio Co., 
full line Westinghouse dealer, has 
moved to a newly remodeled and 
modern store in the heart of the 
downtown district at 911 Florida Ave. 


Dealership’s Ad Shows 
How ‘Sales Mean Jobs’ 


TWIN FALLS, Idaho—When it 
tied in with the National Salesmen’s 
Crusade, Detweiler Bros., Inc., appli- 
ance dealership here, used five col- 
umns in the Twin Falls News to tell 
how “Sales Mean Jobs” to the 26 
heads of families which it employs. 

Centerpiece of the advertisement 
was a picture of the firm’s establish- 
ment, its delivery fleet, and its 
personnel. Enlarging upon the cap- 
tion, “Sales Mean Jobs to these 26 
heads of families,’’ text of the adver- 
tisement read: 

“Upon the sales of Detweiler Bros., 
Ine. depend the livelihood of these 
26 ‘heads of families,’ and we are 
gratified to know that we have been 
able, through acceptance of our 
products, to supply jobs to these men. 
Because we wish to serve you to the 
best of our ability, we have built our 
organization around men, each of 
whom is especially trained and edu- 
cated in his own line of work. .. . 
We have equipped our new shop with 
every modern advantage ... and we 
have stocked our showrooms only 
with merchandise of nationally known 
quality. We have pledged ourselves 
to make more sales, to help in the 
creation of more jobs.” 

Following was a list of the com- 
pany’s products, including Frigidaire 
and General Electric products, Tyler 
commercial display cases, and Iron 
Fireman and American Radiator 
heating equipment. 


Milwaukee Appliance 
Men Join Campaign 


MILWAUKEE — Milwaukee appli- 
ance dealers and salesmen launched 
this city’s first ‘Sales Mean Jobs” 
campaign for an individual industry 
at a rally attended by more than 500 
industry representatives in the 
auditorium of The Milwaukee Electric 
Railway & Light Company here July 
27. 

Participating with the utility com- 
pany in sponsoring the rally were the 
Electrical League of Milwaukee, Wis- 
consin Radio, Refrigerator & Appli- 
ance Association, and the Electrical 
Contractors’ Association. 


Keynoter at the rally, which sup- 
plemented a_ general campaign 
launched under the auspices of the 
Milwaukee Association of Commerce 
several weeks ago, was Harry B. 
Hall, of the advertising firm of Klau- 
Van Pietersom and Dunlap Associ- 
ates, Inc., who cited figures to show 
that sales of household appliances in 
Milwaukee had far from _ reached 
their saturation point. 

Of a potential market for 175,000 
refrigerators in the Milwaukee terri- 
tory, only 66,000 have been sold, 
while sales of electric ranges totaled 
only 14,000 of a potential market of 
100,000, Mr. Hall said. 

He declared that a 25 to 40% in- 
crease in effectiveness of saleswork 
could be obtained by renewed con- 
fidence and hard work on the part of 
salespeople “without working undue 
hardship on anyone.” 

Phil Grau, former secretary of the 
Milwaukee Association of Commerce, 
said that national prosperity depends 
upon a multitude of small sales con- 
tinuing without interruption. 

“Sales in Milwaukee can be in- 
creased 50% in the next month if 
every salesman will go out and sell 
with renewed pep and vigor,” he 
said. 


New Orleans Dept. Store 
Named G-E Dealer 


NEW ORLEANS—The Charles A: 
Kaufman Co., Ltd. department store 
here has recently been appointed 
General Electric refrigerator and 
laundry equipment dealer here by 
General Electric Supply Corp., ‘is- 
tributor. The store is located at 
1700 Dryades St. 
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FRENCH SMALL TUBE BRANCH 
General Offices: Waterbury, Conn, 


Dept. F-1, Beloit, Wisconsin, U.S.A. 
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ue Assembly developed for replacing Carrene meters used on some Grunow 

= refrigerators. The capillary of this meter occasionally becomes clogged 

and requires replacement. 
* * ® 
J 
Method of Installing Newly Developed Replacement 
es 
Assembly For Grunow Carrene Meters Described 
oli- Editor’s Note: The following in- screen and felt pad, then through the 
al formation on a _ replacement drying agent, and finally out through 
bs” assembly for Grunow Carrene another felt pad and screen. It then 
- meters was written especially for spills over to the bottom of the tank 
on Ar CONDITIONING & REFRIGERATION where it passes through a fine screen 
News by L. P. Roth of Refrigera- Denes 6 %e-inch SAE half 

the tion Service, Inc., 3109 Beverly attacne o a %,-ine a 

ric Boulevard, Los Angeles, whose union, and then out through the 

uly company is making and selling capillary tube assembly which con- 
such replacement assemblies. nects to the union on the outside of 

-_ ; the tank. 

the OME 1934 model Grunow refrig- As can be seen from the drawing 

rig. erators and all units manufactured (Fig. 1) the screen fitting can be re- 

si- since 1934 use a capillary tube pass- | moved for cleaning if necessary and 
aa ing the refrigerant from the con- | the capillary tube removed to. be 
denser or high side, to the evapora- | blown out or replaced, thus reducing 
tor or lowside. future service cost after the replace- 
rill Instead of using the conventional | ment unit has been installed. 

ign method of running this tube exposed, When installing a replacement unit 

the itis placed in, or attached to, a tank | in place of the Carrene Meter every 

Tce or receiver, and the entire assembly | precaution should be taken to elim- 

B. is called a Carrene Meter. inate moisture, thus increasing the 

au- Inside the tank is a tube approxi- | life of the dryer. A fresh charge of 

oci- mately 2 inches in diameter pro- | refrigerant is very advisable, and if 
ngpl tected by fine screens at inlet and | moisture is known to be present the 

3 in outlet. In the tube is a drying agent | entire unit should be heated under a 

hed and the high pressure refrigerant | vacuum to remove it. 
from the condenser passes through If a unit has not been operating for 

000 this screen and dryer assembly and | some time most of the charge will 

rri- then through the capillary tube into | condense in the compressor oil. Be- 

old, the evaporator. fore the unit can be emptied and 
aled The earlier type of Carrene Meter | recharged, therefore, it should be run 

t of was a small horizontal cylinder about | for several hours to warm up the 
2 inches in diameter and 5 inches | compressor and evaporate the refrig- 

in- long. Later models used a vertical | erant from the oil. 

ork meter about 4 inches in diameter and In recharging, attach a short cop- 

con- 7 inches high. This later meter was | per tube and funnel to the replace- 

t of also used to replace the earlier hori- | ment unit outlet and with the 

due zontal type. charging needle cracked open, pour 

Both meters contain inlet and out- | in the methylene chloride until it 
the let fittings and a purging and charg- | spills out of the charging connection. 

Tce, ing connection. Connect the capillary tube again, 

ends In the course of time excessive | close the charging fitting, and run 

con- moisture, carbonized oil, or fine | the unit for 10 or 15 minutes. Then 
foreign matter may plug the capil- | open the purge fitting and purge off 
in- lary tube, requiring replacement of | accumulated air. 

h if the Carrene Meter. If this becomes After several hours run, when the 

sell necessary it may be accomplished by | unit has cycled a number of times, 

he means of a recently designed replace- | complete the charge by drawing in 
ment unit now being manufactured | a sufficient amount of refrigerant so 
48 @ service item for Grunow refrig- | that the suction line frosts for a few 
rators. inches out of the evaporator. 

e Briefly, the replacement units con- At any elevation below 2,000 feet 
‘ist of a vertical tank 4 inches in | and room temperatures below 85° F., 
diameter by 7% inches high. In the | the head pressure on a Grunow should 

"7 — has been mounted a McIntire | be in a vacuum. As an example, at 

tore pe 200 D.F.N. activated alumina | 80° and at sea level the reading 

nted yer cartridge. would be 5 inches. If a positive pres- 
and Pe incoming refrigerant passes | sure is present the machine should be 

. by wise the bottom of this through a | purged. 
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We manufacture an exceptionally complete 
line of Valves, Fittings and Accessories 
Mechanical 
Conditioning. 


Refrigeration and Air 


Send for our new Catalog and Price List 
2004—The 
ever issued to the trade. 


MUELLER BRASS CO. 


most comprehensive catalog 


PORT HURON, MICHIGAN 


New Lathe For Machining 
Small Parts Announced 
By South Bend Lathe 


SOUTH BEND, Ind.—A new 12- 
speed, 9-inch swing precision bench 
lathe, especially recommended for 
machining very small diameter parts 
of steel, cast iron, brass, aluminum, 
etc., has been announced by South 
Bend Lathe Works here. 

This new back-geared lathe pro- 
vides spindle speeds ranging from 40 
to 1,200 r.p.m., cuts screw threads 
from 4 to 112 per inch, and has 
power longitudinal turning feeds of 
.002 to .005 of an inch, according to 
the company. 

Other features claimed for the 
new lathe are: twin gear reverse for 
right and left-hand screw threads; 
a heavily designed saddle with ad- 
justable gibs on the cross feed and 
compound rest; a_ precision lead 
screw guaranteed to meet the most 
exacting requirements for cutting 
accurate screw threads on master 
taps, precision thread gauges, etc.; 
all gears cut from steel blanks; 
hand-scraped V-ways on lathe bed. 

The machine is said to be fitted for 
38 attachments which enable it to 
handle a variety of jobs, including 
grinding, draw-in collet chuck work, 
milling, taper work, etc. 

Catalog No. 46-A, containing illus- 
trations and _ descriptive material 
concerning this lathe, as well as 
some tips on shop work, may be 
obtained by writing to the company’s 
technical service department at 
South Bend. 


Globe Valve Replacement 
Disc Is Developed 


NEW BRUNSWICK, N. J.—An 
all-purpose replacement’ disc _ for 
globe valves, usable in practically 
any globe valve application, has been 
developed by Goetze Gasket & Pack- 
ing Co. here. 

Of laminated construction, this 
valve disc is built up of alternating 
layers of asbestos and metal com- 
pletely encased in a two-piece shell 
of copper, Monel, or some other 
alloy metal. 

This shell is said to protect the 
laminated parts of the disc, to afford 
flat seating surfaces at both top and 
bottom, and to allow the upper ring 
freedom of movement under com- 
pression. 

Discs are made in sizes for 4 to 
12-inch valves, with round or oblong 
holes. Greatest advantage of this 
new disc, the manufacturer claims, is 
that it is truly universal and can be 
substituted for the ‘101 different 
types” now called for by users and 
stocked by dealers. ; 


Wrought Washer Publishes 
New Stock Catalog 


MILWAUKEE — Wrought Washer 
Co., producer of washers, expansion 
plugs, stampings, tools, and dies for 
the air-conditioning industry, has 
announced publication of a new stock 
list, No. 55B. 

This catalog lists specifications of 
thousands of washers, made of steel, 
brass, copper, aluminum, fiber, and 
other materials, which the company 
carries in actual inventory available 
for immediate shipment. 

Sizes permanently maintained in 
stock are so designated, thus enabl- 
ing manufacturers to. select for 
standard production as well as for 
new assemblies. 


Anaconda Copper 


Refrigeration Tubes 
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Service Men ‘Bearded’ 


In Their Den—For 
Paul Bunyan 


Thermal Co., Inc. 
Supplies, Controls, Parts 
2434 University Avenue (Midway) 
Saint Paul, Minnesota 
Editor: 

We are attaching hereto, a snap-shot 
and we want to call your attention 
to the natural growth of beards. You 
might be doubtful as to their genuine- 
ness as was our Mr. W. H. Anderson 
when he was in Brainerd, Minn. last 
week. We think this is une only pic- 
ture extant of five refrigeration men 
with real honest to goodness beards. 


The actual reason for the beards is 
the annual Paul Bunyan celebration 
where all the local business men grow 
the so called Paul Bunyan Beard. 


Burton’s’ Refrigeration Shop in 
Brainerd is active in more ways than 
beard growing, but we could not avoid 
the temptation of sending you this 
picture. As the men are quite youth- 
ful, the beard growing process takes 
some time and it is common gossip 
in Minnesota that the fair sex are 
not as enthusiastic over the Paul Bun- 
yan Celebration as their menfolk. 

The names of the bearded men in 
the picture are, reading from left to 
right, Earl Codfield, M. Peterson, 


Harold Stafford, Carl Peterson, and 
“Fuzz” Fredstrom. 


H. W. SMALL, President. 


Tube Bending Tool For 
Copper and Aluminum 
Announced By Sac 


ST. LOUIS—Sac Tool Mfg. Co. 
here has just developed and placed 
on the market a tube bending tool 
for use in bending, cutting, flaring, 
and swedging copper, aluminum, and 
soft temper tubing. 

Tools can be used to make coils, 
fittings, and reducers or increasers, 
the company says. Duplicate shape 
bends can be made by using the 
straight sides, which are marked to 
show the length of tube required to 
make the bend. 

Circular blocks on the tool are 
adjustable to allow bend to be made 
back of the flare nut which is placed 
on the flared tube, and the flare nut 
held in the vice jaws. 

Shaping tool is used bolted on the 
bench in level position, or can also 
be used by hand, by slipping a piece 
of %-inch steel pipe over the lug in 
front of the vise. 

One tip is used for all sized flares, 
and separate tips for each _ size 
swedge. Blocks are placed around 
the tube, and tightened in the vise 
jaws. The handle has an adjustable 
top to allow it to slide over the 
block. The handle, with flare or 
swedge tip, which is detachable, is 
forced into the tube by use of the 
screw handle. : 

Sawing capacity of the tool is pipe 
up to 2% inches outside diameter. 


Mallison Heads Service 
Of Wesco In Raleigh 


RALEIGH, N. C.—W. U. Mallison 
has been named service manager of 
Westinghouse Electric Supply Co.’s 
local branch to succeed T. G. Frost, 
who has been moved to a similar 
position with the Charlotte branch, 
according to an announcement by 
W. A. Emerson, division manager. 

Mr. Mallison, formerly connected 
with the electric and water depart- 
ments at the University of North 
Carolina, Chapel Hill, N. C., has been 
associated with Wesco for the past 
three years. 


' ZENITH 


THE 


NEW 
ZENITH 


SIGHT-FEED 
FILTER 


Detroit, Mich. 


This new Sight-Feed Filter adds 
‘‘visibility’’ to the manyother advan- 
tages of ZENITH liquid-line filters. 
Through the heavy sightglass you 
can see the refrigerant as it passes 
through the line. The presence of 
bubbles in the refrigerant indicates 
the shortage of refrigerant in the 
system. The location of the sight- 
glass allows you to determine easily 
if the filter is in need of cleaning. 


ZENITH CARBURETOR DIVISION ee, Tae: pane 
BENDIX AVIATIONZICORPORATION 


This drawing of the 
Zenith Element shows 


through the fine inter- 
stioes that are 2'% times 
finer than 120 mesh 
screen. 
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SERVICE 
LETTERS 


Service idenadion 
On Ice Cream Units 


1014 N. Walnut St. 
Plymouth, Ind. 
Editor: 

“I have your Commercial Refrig- 
eration Manual C-2 and like it pretty 
well, and I want Manual C-3, but 
first of all I want to know where I 
can secure good information and 
servicing data on ice cream counter 
freezers such as_ Bastian-Blessing, 


Mills Novelty, and others which you 
might be able to furnish me with. I 
suppose the operating principle is 
practically the same on all. Also I 
would like to know if Manual C-3 
explains the operation of dry expan- 
sion coils and thermostatic valves on 
two different temperatures operating 
on one condensing unit, do they em- 
ploy a two-temperature or automatic 
regulating valve, or does the thermo- 
static valve take care of all that. If 
you want you can send me Manual 
C-3 at once, or I will wait till I hear 
from you and return the cash for 
same.” 
L. F. BLUBAUGH. 

Answer: The best way of obtaining 
information on _ servicing Bastian- 
Blessing, Mills Novelty, and other ice 
cream freezers is to write directly to 
the manufacturers. These freezers 


THE BUYER’S GUIDE 


DISTRIBUTORS 
WANTED! 


Write for details of 
Profit-making  fran- 
chise. Complete PER- 


TREAINLIWIER / 


Modern styling... 
standing construction . . 
TOMOREROW’S case, 
jump on other distributors by 
marvel of electrical refrigeration. Its NEW style 
and NEW features give you exclusive selling 
advantages! 

HELPS YOU SELL. 


CIVAL line meets 
every requirement of 4 he PERCIVAL COMPANY 
the modern food 
sete DES MOINES : 
e 52 YEARS OF SERVI 


Beautiful design ... Out- 
- Economical operation! 
ppenenees TODAY! Get the 
ng this modern 


NEW PERCIVAL FINANCE 


The new AMINCO 


1481-1491 Fourteenth Avenue 


VACUUMAT OR 


en 
AMERICAN INJECTOR COMPANY 


Warehouse stocks on Pacific Coast—Van D. Clothier, 1015 E. 16th St., Los Angeles 


Fills a distinct need! 
Servicemen, manufac- 
turers, and jobbers alike 
join in welcoming § the 
VACUUMATOR as a dis- 
tinct contribution to the 
art of servicing automatic 
refrigeration installations. 
It cleans, dehydrates 
and evacuates evapora- 
tors, condensers and the 
entire system on the job. 
It tests expansion 
valves, either thermostatic 
or automatic, in the field. 
As a quick and efficient 
means of cleaning dirty 
systems and removing 
moisture the VACUUMA- 
TOR is the ideal outfit 
and should be in every 
serviceman’s kit. 


Complete outfit $10.00, 
at your jobbers. 


DETROIT, MICHIGAN 


top of Sylphon’ 


Short, husky stain- 
less steel stem will 
not bend. Held 
open by large 
bronze spring. 


Extra large approved 
bronze with soft 
copper flange to make 
tight joint under bonnet. 
Sylphon travel restricted 
to less than its capacity 
and extra deep convolu- 
tions prolong life to more 
than 100,000 cycles. 
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Phosphor bronze disc Swivel buldldebicee tial: 
reinforces ing strain fron sylphon. 


sgron at eh 7 


Te Ra 


Wheel fit ale of hand | 
Handle swedged and se- 
curely locked to bonnet. 
Steel nut makes firm, 
sure seal between 


7% net and body. 


and 


é 
Special spring 
gases 
whether valve is ia open, 
closed or partially open 


60° seat assures'a 
positive and easy ~~ 
a action. 
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THE IMPERIAL BRASS MFG. CO., 565 So. Racine Ave., Chicago 
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Raised portions of base form socket which takes. (2 "25> 
twisting strains when wrench is used oft valve 


IMPERIAL 


are all sufficiently different to re- 
quire specific service instructions and 
this information is obtainable only 
from the manufacturer. 

Manual C-3 (Commercial Refriger- 
ation Service Manual) discusses in 
detail the operation of dry expansion 
coils and thermo valves for both 
single and two-temperature valves. 
This manual may be obtained at a 
cost of $1. 


Using SO-2 In Unit Made 
For Methyl Chloride 


Blyth, Ont. 
Editor: 

“I am studying a correspondence 
course sponsored by the Refrigera- 
tion and Air Conditioning Institute 
of Chicago. 

“Recently I made an inquiry per- 
taining to the use of sulphur dioxide 
in a refrigerator designed to use 
methyl chloride. In their reply they 
informed me that in a recent issue of 
your magazine there was an article 
dealing with this same subject. 

“I would like to get this issue if 
I possibly can.” 

GLENN KECHNIE. 

Answer: The August 4, 1937 issue 
contains an article dealing with 
the problem of changing an ethyl 
chloride unit to one using sulphur 
dioxide and presents much informa- 
tion that probably would be useful. 

The July 21, 1937 issue has an 
article telling how to convert a 
water-cooled unit to an _ air-cooled 
unit. 

These issues are available at a cost 
of 20 cents each. 


Repairing Hermetically 


Sealed Refrigerators 


18 Elm St. 
Westfield, N. J. 
Editor: 

“Would you kindly send us_ the 
REFRIGERATION NEWS of latter part 
of May or June, which contained an 
article on Repairing Hermetically 
Sealed Refrigerators.” 

VON Bros., INC. 


Answer: We published an article 
“Checking Operating Pressures and 
Other Service Operations on Her- 
metic Units Done With Special Purge 
Valve” in the March 30, 1938 issue 
of AIR CONDITIONING & REFRIGERA- 
TION NEWS. Perhaps this is the article 
to which you have reference. The 
cost of this issue is 20 cents per 


copy. 


How Air Is Purged 
From an $O-2 System 


1106 Springfield Ave 
Urbana, IIl. 
Editor: 

“I have volumes 1 and 2 of your 
very interesting Master Service Man- 
uals. I should like to ask you a few 
questions about purging air from an 
SOz system. This machine is a water 
cooled %-hp. Frigidaire about 12 
years old, and is operating seven 
three-foot refrigerators. The low side 
pressure gauge shows 6 in. vacuum 
to 0 lbs. pressure. The high side pres- 
sure is 105 lbs., the cooling water 
leaving the condenser is 65 to 70°. 

“From your pressure temperature 
chart the head pressure should be 
34.9 lbs. Am I to assume that nearly 
all the pressure above that point is 
due to the presence of air in the 
condenser ? 

“Refer now to Volume 2, page 192, 
Service Operation 6. Also to page 71 
of Volume 1. 

“In purging air in an SO» system, 
will the air only bubble up through 
the water when the line from con- 
nection 8 is submerged, or will a 
flow of SOs cause bubbles also? 

“In paragraph E, page 192, is the 
purging to be continued until the 
pressure gauge drops to a point indi- 
cated in the Temperature Pressure 
Chart or to nearly that point? 

“In paragraph F how can I tell 
when the purging is completed? 

“If you will give me some help on 
these questions, it will be of great 
value to me.” 

GEORGE G. BENNETT. 


Answer: The operating head pres- 
sure in the 144-hp. water cooled Frig- 
idaire machine to which you refer, 
and under the conditions which you 
describe, is excessive. It may be the 
result of (1) air in the condenser; 
(2) over charge of SO»; (3) a dirty 
condenser. 

A suggested procedure for cor- 
recting the condition is as follows: 
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1. Adjust the weight on the water 
valve control arm until the tempera- 
ture of the water leaving the con- 
denser is approximately 15° higher 
than the temperature of the water 
entering the condenser. 

2. When adjustment has been made 
the operating head pressure should 
be approximately the same amount in 
lbs. per sq. in. as the inlet water 
temperature in degrees F. (i.e. 65° F 
inlet water temperature; 65 lbs. per 
sq. in.). 

3. If pressure is in excess of this 
approximate amount, stop the ma- 
chine, allow it to cool, then purge 
generously for several minutes. 

4. Repeat purging operations until 
the operating head pressure is 
normal. 


MAY BE DIRTY 


5. Note: Purging will correct causes 
1 and 2. If purging does not correct 
the condition, it is reasonable to as- 
sume that the condenser is dirty. If 
such is the case, the condenser 
should be cleaned in accordance with 
the instructions given in the June 30, 
1937 issue of AIR CONDITIONING & 
REFRIGERATION NEWS. (This issue is 
available at a cost of 20 cents per 
copy.) 

The pressures given in the pres- 
sure temperature chart are not oper- 
ating head pressures, but are the 
pressures created by saturated vapor 
upon a liquid at a given tempera- 
ture, that is, they are pressures that 
should exist when the machine is 
idle and cooled down to room tem- 
perature. 

In reference to the purging opera- 
tion and specifically your question of 
air and SOz bubbles: When purging, 
the SO» will be absorbed by the lye 
water, and only the air should bub- 
ble through; this is providing, of 
course, that the purging is done 
slowly and the solution has sufficient 
strength to absorb the SOs released. 


HOW MUCH TO PURGE 


Referring to your question about 
purging until the pressure drops to 
a point as indicated in the P-T chart, 
or nearly that point, the closer the 
gauge returns to the indicated point, 
the more assurance you have that 
the system is devoid of air. How- 
ever, the temperature in all of the 
high pressure side of the system 
determines the pressure of the re- 
frigerant in that part of the system, 
and for this reason, all the high 
pressure side must approximate that 
temperature indicated on the P-T 
chart when making an “idle” pres- 
sure test. 

You will find contained in Chapter 
3 of the Master Service Manual No. 
C-3, an approximate operating head 
pressure chart for each of the three 
popular commercial _ refrigerants, 
namely SO», methyl chloride, and 
Freon-12. These charts should prove 
invaluable to any service man for 
they give operating head pressures 
at variable suction pressures and 
cooling medium temperatures. You 
can obtain a copy of this Manual at 
a cost of $1. 


Operating Pressures 


For Refrigerators 


111 No. Louise 
Glendale, Calif. 
Editor: 

“IT am a regular subscriber of the 
NEWS and would like to read an 
article dealing more fully with actual 
operating pressures for household and 
commercial refrigerators, than any- 
thing I’ve run across in service man- 
uals to date. 

“Will you please advise me where 
such information can be found, or 
send it C.O.D. Possibly the NEws 
has covered this subject in articles 
previous to January, 1938.” 

RAY ATHEY. 

Answer: In Chapter 3 of our Com- 
mercial Refrigeration Service Manual 
No. C-3 you will find material 
which deals extensively with the 
operating head pressures of SOs, 
methyl chloride, and Freon-12. In- 
cluded in this chapter are _ three 
operating head pressure charts; one 
each for SOv, methyl chloride, and 
Freon-12. These charts, which were 
prepared by the Fedders Mfg. Co., 
give the approximate operating head 
pressures for these three refrigerants 
and various operating suction pres- 
sures. This manual costs $1. 


Named Norge Dealer 


CASPER, Wyo.—Emil Hirschfeld 
Plumbing & Heating Co. has been 
named exclusive Norge heating dealer. 
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Goodyear Publishes New 
Catalog on Products 


AKRON, Ohio—A new illustrated 
catalog of mechanical rubber goods 
manufactured by Goodyear Tire ¢ 
Rubber Co. has been issued by the 
company. 

In addition to giving complete 
information on Goodyear belting, 
hose, railroad goods, printer’s sup- 
plies, etc., this catalog offers infor- 
mation on the proper care of rubber 
belting, maintenance of belting sery- 
ice records, and a complete list of 
Goodyear mechanical goods branches 
throughout the country. 

Among the newer developments 
included in the catalog are A\jj- 
Weather link mats, dock and ship 
fenders, and Plioweld rubber lining 
for tanks and other equipment ex. 
posed to acids or acid fumes. 

Copies of this catalog may he 
obtained by writing to the Goodyear 
company. 


General Controls Opens 
Branch In Houston 


HOUSTON, Tex.—General Controls 
Co., manufacturer of automatic tem- 
perature, pressure, and flow controls, 
has opened a new factory branch 
here under the management of W,. 
R. Nason, a graduate engineer, re- 
ports A. W. Ray, vice president in 
charge of sales for the company. 

Complete stocks of controls, as 
well as engineering service, will be 
available at this office, which will 
serve Texas and bordering states. 


Starr Co. Opens Assembly 
Plant In Birmingham 


BIRMINGHAM, Ala.—The Starr 
Co., which has operated a sales 
branch at 2025 N. 1st Ave. here for 
several years, is moving to 12 §, 
20th St., where it will open an 
assembly plant for the manufacture 
of refrigerated display cases, reports 
Clarence Gennett, treasurer of the 
company. 

The cases will be applicable for 
meat markets, fruit and vegetable 
dealers, delicatessens, and other food 
dealers. Heretofore this equipment 
has been assembled at the Starr Co. 
plant in Richmond, Ind. 


Commonwealth Named Service 
Branch For Century 


DETROIT — Commonwealth Serv- 
ice Sales Corp. has been appointed 
authorized factory service station in 
Detroit and vicinity for Century 
Electric Co., St. Louis manufacturer 
of electric motors, and is now carry- 
ing a selected stock of motors. 


FOR SEAL REPLACEMENTS 


USE CHICAGO SEALS 
CHICAGO SEAL CO. 
9 S. CLINTON ST. — CHICAGO, ILL. 


— 


BUNDY TUBING 


- Copper-Brazed Steel. 


per Coated Insid 
“Out. Sizes: %" to % 


BUNDY TUBING CO., i 
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Engineering 


Basic Principles of U.S. Patent Laws 
Outlined For Inventors and Executives 


Nearly every person in a position of responsibility in industry 
or business has bumped into the matter of patents and patent law 
at one time or another—engineers and mechanics who have tried 
to have their inventions patented, executives of companies who have 
found their firm’s life hanging on a patent decision, merchants who 
have been involved in patent suits. 


To Mr. Hoesel the study of patent problems and patent law 
has been something of a hobby born of necessity, and the News 
presents this basic thinking he offers about patents in the belief 
that it will be of interest to many readers. 


By A. F. Hoesel, Chief Engineer, Peerless of America, Inc. 


OST of the various fields of 

human activity are carried on 
at many widely separated points of 
poth time and locality. In conse- 
quence, all of the cumulative experi- 
ence, in a particular field of endeavor, 
may, in time, reach ponderous pro- 

rtions. 

This cumulative experience—which 
is generally published in books or 
magazines relating to the particular 
art, in patent publications both 
domestic and foreign, or which may 
only be the common knowledge 
possessed by the practitioners of the 
particular art—is termed the prior 
art. 

An inventor is one who has in- 
vented a new way to accomplish an 
old result, or a certain way to 
accomplish a new result. The fact 
that the particular invention may be 
(unknown to the inventor) already 
old in the prior art does not neces- 
sarily detract from the inventive 
faculty necessary to accomplish the 
particular invention. 


TWO GENERAL TYPES 


From this, we readily see that 
there are two general types of inven- 
tion: one is already old in the prior 
art, and the other has no counter- 
part in the prior art. 

The United States patent laws 
were designed to foster industry and 
reward inventors of new and useful 
inventions by giving to the inventor, 
his heirs, or assigns, the exclusive 
right to make, use, and, for a term 
of 17 years, sell the particular inven- 
tion throughout the United States 
and territories thereof. 

The exclusive right, accruing to 
the inventor, is based upon his mak- 
ing such a clear description of the 
invention and its operation that any 
person skilled in the particular art, 
in which the invention resides, will 
be enabled to practice the invention. 
After the expiration of the patent, 
the invention then becomes public 
property. 

It might seem that, under the 
United States patent laws, the right 
to make, use, or sell the particular 
Mvention is conferred upon the in- 
ventor. This is not true, inasmuch 
as he already has that right under 
common law, except where it may 
= with other non-expired pat- 
ents, 

The particular right conferred is 
the exclusive right to make, use, or 
sell; and, therefore, in reality he is 
conferred the right to exclude all 
others from making, using, or selling 


the particular invention. 
ee — 


Anaconda Copper 


Refrigeration Tubes 


THE AMERICAN BRASS CO. 
— PRENCH SMALL TUBE BRANCH” 
General Offices: Waterbury. Conn 


Since the exclusive right to make, 
use, or sell the particular invention 
is based upon the invention having 
the element of novelty: i.e., being 
new in respect to the prior art, it 
might be presumable that the grant- 
ing of a patent is prima facie evi- 
dence of its novelty. This is not so! 

In general, the presumption re- 
specting novelty of the particular 
invention is based upon examination, 
by the patent examiner, of the prior 
art in the particular field in which 
the invention resides; and usually 
consists of comparison of the particu- 
lar claims with the disclosures, as 
revealed in patents both foreign and 
domestic, in the particular or analo- 
gous art. 

Since novelty is one of the neces- 
sary concomitants to a valid patent 
claim; furthermore, since it is obvi- 
ously impossible for a patent ex- 
aminer to be thoroughly conversant 
with all of the prior art, especially 
in a rather crowded field, and certain 
of which prior art may, in many 
instances, be remote from disclosures 
available to the patent examiner, it 
necessarily follows that many patent 
claims are granted which are later 
proved invalid, because of lack of 
novelty, upon more exhaustive in- 
vestigation of the prior art. 


CLAIMS ARE INFRINGED 


Strictly speaking, it is not the 
patent which may be infringed by 
others, but it is the claims of the 
patent which may be infringed. 

Every claim of a patent is pre- 
sumed to cover a separate and dis- 
tinct variation of the’ invention. 
Therefore, it is possible that an 
infringing structure may infringe one 
or more claims of a patent, while it 
does not infringe the rest of the 
claims of the patent. 

Since a patent claim defines the 
limits of the particular invention, 
encompassed by the particular claim, 
it follows that infringement is 
negated by omission of at least one 
of the elements claimed, since in the 
latter case the combination, ex- 
pressed in the claim, no longer exists. 

The addition of another element to 
the combination of elements, ex- 
pressed in a patent claim, does not 
invalidate infringement of such pat- 
ent claim, by a device so constructed, 
since it is a mere adding to the 
previously claimed invention. 


INDUSTRY AND PATENTS 


In view of the fact that commer- 
cial endeavor is so multifarious and 
competitive, it is not surprising that 
patents occupy the strategic position 
they do. While there might be some 
criticism regarding the present pat- 
ent laws and procedure, it must be 
borne in mind that the industrial 
might of these United States has 
been built upon patented inventions 
as well as the natural industry of 
our nationals. Therefore, the short- 
comings, such as they may be, are 
more than balanced by the benefits 
derived therefrom. 

The natural enthusiasm of the 
inventor in many cases leads him to 
expect more from the present patent 
laws than that to which he is justly 
entitled. Therefore, he is sometimes 
surprised to find that, so far as he is 
concerned, his particular patent 
claims apparently have no commer- 
cial value since structures, appar- 
ently embodying the spirit of his 
invention, may be manufactured, 
used, and sold without infringing his 


particular patent claims. 


YOU'LL NEVER KNOW ‘TILL YOU TRY IT- 


The new Peerless Model V is a fine thermal expansion valve—But— 
you'll never know how good it is unless you try it. We can shout 
“SUPERIOR”—“DEPENDABLE”—“PERFORMANCE” until we’re blue 
in the face and it won’t mean a thing to you. 


But if there IS a better valve on the market you want to know about 
it, don’t you? Then try this new Peerless Valve on your next installa- 
tion—you may find it better suited to your needs than the valves you 
have been using. That’s worth a try, isn’t it? 


You Can Buy This New Valve From Your Local Peerless Jobber 


PEERLESS of AMERICA, Inc. 


ESTABLISHED IN 1912 AS THE PEERLESS ICE MACHINE COMPANY 
NEW YORK FACTORY MAIN FACTORY—GENERAL OFFICES A 
43-20 34th Street 15 West 35th Steet PNG  $000 §. Main Sect 
LONG ISLAND CITy CHICAGO LOS ANGELES The New Peerless Model V 


EXPORT DIVISION:- P. O. Box 636,” Detroit, Mich., U.S, A. Thermal Expansion Valve 


PEERUES § FOR PERFORMANCE 


BUY 


EVERYTHING YOU NEED 


FOR Profitakle Volume 


Get additional profitable volume without extra 
overhead by selling PELCO beverage and 
beverage-food coolers! PELCO is “package-type” 
—simply plug it into any light socket. Your 
present sadesmen can sell it to taverns, hotels, 
bowling alleys, restaurants, dairies—or any place 
that sells bottled beverages. There’s a complete 
line, smartly finished in modern Pelco red baked 
enamel with stainless steel trim and chrome- 
plated hardware. Super-powered PELCO gives 
unequalled perfor precisi manufacture 
for trouble-free long life—and full factory pro- 
tection and help, backed by national advertising. 


Vi _ Address Desk A-88. 
, - 5 
LY 
R . . Dd . ;,* 


——- PORTABLE ELEVATOR MFG. CO., Bloomi ois 
In Canada UNIVERSAL COOLER CO. of 28. Bicowiasion, Hineis : 


BEVERAGE 
& BEVERAGE-FooD COOLERS 


THE IDEAL SPEED COOLER 


Tremendous 

Capacity Can be used 
Unbelievable For Wet or Dry 
Fast Cooling Storage 
Compartments 


RULE THE BEVERAGE COOLER MARKET IN YOUR TERRITORY 
The beverage cooler your customers will invariably prefer. 
It is a proven fact that in any territory where the Ideal Speed Cooler is in operation, all competition is eliminated. 


WHY? Enormous capacity, unbelievable fast cooling, satisfying the most exacting demands. 
Compartment coil feature eliminates “hunting” or “wading” for the right brand. 
Sturdy in construction, beautiful in appearance. Two models, six sizes. 


CASH IN on the beverage cooler sensation of the year. Some territories still available. 


IDEAL BEER COOLER CO. 1500 No. Broadway, St. Louis, Mo. 


Manufacturers of all kinds of Liquid Coolers 


S D OMINAN, AE Koch equipment is not already being sold in 
ee — Lin, ‘your territory, write TODAY for information about 
bi } er the Koch franchise. There is still room in the 


Koch organization for additional distributors. 
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SAVE TIME and make more money 


—by replacing worn-out refrigerator 
controls with perfect-fitting Ranco 
Exact Replacements. Thirty-two 
models. Ask your Ranco jobber. 


Rance Inc., Columbus, Ohio, U.S.A. 


OL . 


CONTROLS 


32 EXACT REPLACEMENTS 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 3, 1938 


THE BU P VIDE j ) New York Leads State r 
H YER'S GUID AUS (Guires Sales In June & For 
e 6-Month Period 
anal 
7 * Quantity R 
a 115,274 Household Electric Refrigerators | e:coans 0 re 
5X35 VN NS by Poy, a 
. OR? Re. By eee Territories June Cumulative con 
=| cd oo Sold In June, 1938, By 17 Nema wo 
ae Des PATINA oie :055 080 b5 0 780 8,406 z 
fo eee 257 2.416 adv’ 
Member Manufacturers i > te R 
OS 7,241 59,289 
The following 17 member companies Div. Borg-Warner Corp., Sparks-With- y nrancer oo oan 6,713 Ave. 
of the Refrigeration Division of the ington Co. Stewart-Warner Corp., jer sen ee bee rene tee a 11,954 — 
National Electrical Manufacturers As- Sunbeam Electric Mfg. Co., Uniflow re renee oe ae 1,707 
sociation (Nema) reported household Mfg. Co., Universal Cooler Corp., and ed - “ Saree - se 9,991 _— 
refrigerator sales for June, 1938: Westinghouse Electric & Mfg. Co. pec ro Sy ccharpncak oa ants hyd 8,687 AVA 
Apex Electrical Mfg. Co., Crosley Merchant & Evans Co. did not po na SERIES SETS OEES yd Fe io 
Sauemenanac Radio Corp., Edison General Electric report. oo 6° = =  — | Ze ee eeeees Ege sn 
Galsasteasher tabbeh ees ty Appliance Co., Inc., Fairbanks, Morse The sales of the reporting com- A potnranpreeres pe 76,187 Heng 
on one contract. ; & Co., Frigidaire Corp., General Elec- panies do, however, include units a ieee, erekereieobeges oo 21,673 os 
The Sherer Franchise Offers: THE. PRO D uc tric Co., Gibson Electric Refrigerator manufactured for the following con- he PRR Pe ene nests Roa = 17,397 a 
COMPLETE LINE OF CASES, yr Co., Johnson Motors Co., Kelvinator cerns: Montgomery Ward & Co., eect ale ica tae oman rg Thre 
COOLERS AND BOXES. mvEOHIAING' cos Div. Nash-Kelvinator Corp., Leonard Potter Refrigeration Corp., and Sears, yore era CED EERESE ETS a aee ren mant 
NEW EQUIPMENT constantly Ye ee ees Div. Nash-Kelvinator Corp., Norge Roebuck & Co. |, RUS ttteeneseeces ‘ 762 work 
under dev EE i NE rece st nesses ssid 841 4,026 tion 
newfields for compressor sales. Pa tea Ga SALES FOR JUNE, 1938 eg Ecos ee 1,196 10,685 publi 
ang tinggi et lay- Pe Ne foment sales: Other Total | Massachusetts. ........ 2,726 31,999 Meml 
outs for store modernization : ‘ ichi 84 Bes neers 
Dtiee ches aan statenting e% Domestic Canadian Foreign World canned SF Srereiesieiciccaceck = — ge 
ADVERTISING — Sherer Equipment ye \ : Lac eee ; pe ees 
: s . : 5 quer (Ext.) Cabinets Complete Mississippi ............ 586 4,703 
ee =; “= venetian pcied 554 2 370 926 | Missouri .............. 2,833 26,206 a 
Write for catalog and franchise details, 2: SORE CMO OU: She ss csc iccawwneess own 694 3 Ber 1 PROIEAMR? co iiciceccavuxes 564 2,590 make: 
mentioning territory desired. a I SS. ane ee ees Sarre 2,971 41 1,180 4,192 | Nebraska «2. .c6ssccees 637 7,020 chines 
i OU: Me OU Beis hacae step erinde ss 18,835 2,496 2,795 BE See | MOVBER sitesccovsices 83 1,055 condit 
SHERER- GILLETT CO. - MARSHALL MICH. Be rs RP RIES. 5 ii ca cg ace aecke es 20,363 1,931 1,630 23,924 | New Hampshire ...... 529 2,384 go al 
i 5 CO Te Oe is ica bo. Fico ks oes ness 33,733 689 633 35,055 | New Jersey ........... 3,263 32,162 Have 
Manufacturers of Refrigerated Display and Storage Equipment oS Oe eer 8,449 104 400 8,953 | New Mexico .......... 254 1,811 wai 
OU CR NES « Sa eer eee eee 2,371 48 184 2,008 | New Work 225.5%50605+ 15,574 103,378 ‘. 
OS. 0 0G Tee GU This cise tieswscceere 16 ry ea 16 | North Carolina ....... 1,787 16.950 
PO) 3G OU. Kes MN UD ii 5 co scenrvaceese 6 ae pa 6 | North Dakota ........ 310 2,028 
AN ARMY OF SUCCESSFUL DEALERS! Ohio onseeesesessee Baek 
11. Total Lacquer ........0...cesseeuees 87,298 6,005 7,195 100,498 | oklahoma ............. 1,010 10,757 
Dealers in all parts of the world are i : j I Oregon ..eeeeeeresceee 1,192 7,404 ” 
flying the Fogel colors and marching 12 o —— (Ext.) Cabinets Complete Pennsylvania ......... 5,073 77,652 4 
P PO tO Sie OU Deis ciatickoasecess 21 4 4 29 
ahead to bigger victories each year. 13. Bt 5.99 ft 1.452 74 68 1.594 Rhode Island ....06060 528 3,571 
Their weapon is SOUND, HONEST . oO . (| A | See ee a * ’ South Carolina ........ 662 7,096 
Fogel Quality and their victories are 14. 6 to 6.99 a ERR ec ern Sein aor stor eae 4,397 21 64 4,482 South Dakota ......... 220 2,278 Alc 
INCREASED VOLUME and GREATER I a ae oe 1,563 7 82 1,652 Teanaenne _... 1,000 13.473 
GOOD WILL. 2G. BW GES GB. Biv iiicsi ccs ssscicwws 1,246 yf 102 1,355 Poneman De dea ste 5.271 42.161 
Inquire today about our complete line De 20 C0 dee OU Bhi cies ects schoo 163 ni 21 2 ee 584 5514 — 
of refrigerated food storage and dis- Des eo GU Pes GRA UD s. 6 oc ics sss oc dvcviess 299 7 53 359 Vv al hl eae 421 2974 
play equipment. —$________— ‘Sieecioet shades al 924 me 
Equipped with Interesting distributor proposition to I9.. Total POPGSIAIM 2606065. sven o.s Remmne: 9,141 121 394 9,656 ‘uahianten i ee ky r 1.825 14.015 
a = oe 20. Total—Lines 11 and 19.............. 96,439 6,126 7,589 110,154 | West Virginia ........ 720 8,432 
WIKCONBIN 2 ..28ssseese 1,942 19,245 
e REFRIGERATOR CO 21. Separate Systems % hp. or less..... 216 259 1,243 1,718 | Wyoming ............. 203 1,207 
I6t’ & Vine Sts.,Ph 22. Separate Household Evaporators. ... 1,121 249 2,032 3,402 jo 
eral 
23. Total—Lines 20, 21, and 22......... 97,776 6,634 10,864 115,274 | Total United States... 97,776 857,682 
24. Condensing Units % hp. or less..... 500 256 2,714 BECO] CONSAB csi scccssveeds 6,634 29,936 
a; ema i 25. Cabinets—No Systems.............. 29 1 224 254 | Other Foreign (Incl 
oe | i Y L ER . U. S. Possessions).. 10,864 66,905 
1. sa i Index Value* of Total Dollar Sales..... 57.5 196.8 91.0 61.7 
: —— WELDED STEEL Sige *Based on weighted sales for 1934, 1935, and 1936. Total For World ..... 115,274 954,523 


21,522 Commercial & Air-Conditioning Systems Sold In June 
To Distributors & Dealers By 14 Companies 


The following report of commercial Manufacturers Association (Nema) by Nash-Kelvinator Corp., Merchant & 
Brunner Mfg. Co., Carrier Corp., Corp., Servel, Inc., Uniflow g. Co., 
equipment sales for June, 1038 was Crosley Radio Corp., Frigidaire Corp., Universal Cooler Corp., Westinghouse 


vate VD madd tml 4a 1 melita) bad eli diam | made to the Commercial Refrigera- General Electric Co. Gibson Electric Electric & Mfg. Co., and York Ice 
: tion Section of the National Electrical Refrigerator Co., Kelvinator Div. Machinery Corp. 


@ DEALERS who have the Tyler line are making 
surprising sales records. Tyler’s welded steel con- 
struction and big values offer a tremendous ad- 
vantage. Complete line. Unlimited prospects. Top 
Display... Double Duty... Delicatessen Cases... 
Reach-ins ...Walk-ins. Wide range of sizes. Beauti- 
ful, modern, streamlined designs. Latest engineering 
wee ty improvements. Write now for dealer catalog. 


Gates rinTURES 
TYLER FIXTURE CORPORATION., Dept. E, Niles, Mich. 
New York Office: 601 W. 26th St. Chicago Office: 1663 W. Ogden Ave. 


Domestic Canadian Other Foreign Total World 
SALES FOR JUNE, 1938 Quantity Value Quantity Value Quantity Value Quantity Value 
THE NEW 1938 C-B KOLD-O-MATIC 1. Bottle Water Coolers—Complete................. 499 $ 30,567 11 $ 197 35 $ 2,582 545 $ 33,06 
Display C & Refri to 2. Pressure Water Coolers—Complete............... 2,179 218,262 7 537 85 9,142 2,271 227,941 
spray “\ases ecenperarers 3. Water Coolers—Low Side Only.................. 99 7,864 4 765 6 387 109 9,016 
Fulfill Constantly Increasing 4. Ice Cream Cabinets—Complete.................. 3,112 487,934 235 33,273 258 28,638 3,605 549,845 
Demands For 5. Ice Cream Holding Cabinets Only (Remote)..... 305 38,833 4 468 7 1,046 316 40,347 
—_» MORE DISPLAY 6. Bottled Beverage Coolers—Complete............. 3,554 330,880 15* 785* 101 10,024 3,670 341,689 
_> MORE EYE APPEAL 7. Beverage Coolers (No High Sides)............... 110 8,924 1 91 2 87 113 9,102 
—> PROPER TEMPERATURE 8. Milk Coolers—Complete ............ccceeeeeecees 133 15,225 .... hina 2 400 135 15,625 
—> pb eet po 9. Milk Cooling Cabinets (No High Sides)......... F or piss ores eoa% re ie KiB " 
—+ PROV cannes 
—> PROVEN QUALITY — 10. Self-Contained Air Conditioners 
EXCLUSIVE TERRITORIES AVAILABLE Air Cooled— All Sizes... cccccsscccsscssccsscvons 939 192,356 : f 1,436 82 3,614 1,028 197,406 
FOR QUALIFIED DISTRIBUTORS 11. Self-Contained Air Conditioners ‘ Pr MER 
Water Cooled—Under 2 Hp................. 000s 209 48,825 peas wer 7 1,8747 2 ’ 
THE CINCINNATI BUTCHERS SUPPLY CORPORATION 12. Self-Contained Air Conditioners . Phila., Ps 
CINCINNATI, OHIO Water Cooled—2 Hp. and Up.................055 506 276,172 6 3,460 1 600 513 280,282 
13. Air Conditioners—Central Stations 
STON COMOGNT GRE OVGE iiiiiiiceisiicsecsscnecss 145 137,720 2 2,920 3 4,380 150 = 145,020 
14. Air Conditioners—Floor Type (No High Sides).. 124 43,069 1 620 15 6,814 140 50,503 
15. Air Conditioners—Ceiling 37,778 
| - OT J]. | COPPER TUBE (ye [ 7 falwey | (Cooling Only—No High Sides).................. 220 32,042 2 557 42 5,179 264 ’ 
= LCOMMERCIAL EVAPORATORS NADA RAIA : d 7 “Thal d 16. Air Conditioners—Ceiling Type ast 
UTOMATIC Thermostatic Expansion Valves ; (Equipped for Heating—No High Sides)......... 22 10,627... peas 7 3,920 29 va! 
SHEE D Solenoid Valves .: : wa. 17. Air Conditioners—Residential Type 1197 
AL mex DELCO MOTO” NT Try TEXACO CAPELLA ule eae (No High Sides, Boilers, or Furnaces). . ceteeeees 42 8922 .... re 13 2,925 55 Besse 
> 18. Condensing Units Less Than 4 Hp............... 1,539 73,173 119 7,103 241 13,528 1,899 vee 
; 19. Condensing Units—% Hp..............c cee ee eens 2,387 181,270 63 5,799 464 22,674 2,914 ee 
20. Condensing Units—% Hp.............. ccc cece eees 1,410 142,506 48 6,048 388 25,893 1,846 yee" 
U.S. GAUGES 7 Testing REFRIGER ATION 21. Condensing Units—% Hp......................... 806 109,043 283,723 165 23,579 «994136, 
’ AAC uATIEYEy| | 22: Condensing Units—1 Hp.............. 0s eee 551 87,571 15 2,902 66 11,598 += 632_—102,07 
PARTS and SUPPLIES 23. Condensing Units—1% Hp........... 0.000. c eee 348 71,961 9 —-2,202 54 10,526 4118.68 
a SY 24. Condensing Units—2 Hp..............ccccceceeees 160 39,435 3 800 20 4,808 183 4500 
ss ers Distributed B 7 fg cer st CKET SEF 25. Condensing Units—3 Hp...............00 cece eens 146 46,976 5 1,650 68 15818 219 64,44 
stribute y Soe DENET 5 0.441 
iy = —————s 26. Condensing Units—5 Hip...........cccccccccccccce 124 59,283 8 3,956 17 7,202 149 70; 
PENN CONM@LL HARRY ALTER CO. sida 27. Condensing Units—7% Hp......................-. 55 34,997 2 1,191 3665 60ST 
28. Condensing Units—10 Hp................0....0008 64 48500 ... sass 2 1,488 be a9? 
zs hi 29. Condensing Units—15 Hp..................cceeee . 54 46,477 1 837 3 2,978 , 
UIP. 1728 ‘So. o.[Michigan Ave., Chicago ' 30. Condensing Units—20 Hp.............. 000000 .000. 42 48072 .... api 7 7,820 49 poy 
. = ES RaL — 31. Condensing Units—25 Hp.................. ccc eee 8 14,997 1 1,450 9 yr 
7 e’Gwancnes gig | | 32. Condensing Units—30 Hp......................... 18 29387 .... iat 18 (0 
NEW YORK. CLEVELAND = 33. Condensing Units—40 Hp................. 00.0000. 6 11,556 .... ness 2 3,140 — 
4 34. Condensing Units—50 Hp.............. 0.0... 0000s 21 45,261 Tr eee 3 5,700 24 50, 
35. Total—Lines 18 to 34 Inclusive................... 7,739 1,090,465 296 36,211 1,504 159,867 9,539 1,286,548 
~ 36. Total—Lines 1, 2, 4, 6, 8, 10, 11, 12, 35............ 18,870 views 577 ss ae — 
s coiaae \iitemen —— — a 37. Commercial Evaporators (Not Reported Above). 3,279 111,122 518 14,006 987 32,492 4,784 157,620 
OTR Pa TT es Dayton Belts MAKES 38. Air-Conditioning Evaporators 50,891 
ts AR = Cnn OUR tAnOL FRESH STO (Not Reported Above) ...............ccceeeeee + TD. MO cuss —_ 2 180342 gt 
ect FAVE on Poodhuc 39. Total Commercial & Air Conditioning............ ..+. $3,140,520 .... $95,926 .... $270,403 .... $3 
eR " : $ 
= *Includes sales and credits. {Credit adjustment of nearly $5,000 was reported while no adjustment was made for number of unit 
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CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


AVAILABLE, one slightly used, nicely 
proken in refrigeration and air condition- 
ing engineer. M.E. graduate 1926. One 
year refrigeration manufacturer engineer- 
ing department. Three years sales, serv- 
ice, and installation. Three years in 
refrigeration and air conditioning school. 
Three years with refrigeration accessories 
manufacturer in development and sales 
work. Have written course in refrigera- 
tion and air conditioning. Many articles 
published in three different trade papers. 
Member A.S.R.E. and R.S.E. While engi- 
neers are cheap get a good one. Box 1066, 
Air Conditioning & Refrigeration News. 


CAPABLE, EXPERIENCED installation 
and service. Ten years’ experience on all 
makes of domestic and commercial ma- 
chines; also industrial and residential air 
conditioning. The best of references. Will 
go anywhere, but prefer the southwest. 
Have own car and tools. PAUL G. CAD- 
WELL, 1110 South Rockford, Tulsa, Okla. 


_ Engineered 

Refrigerant 
a Ae Controls 
am 7 -—For Highest 
Evaporator Efficiency 
St. Louis, Mo. 


ca 


Alco Valve Co. 


No moving parts in Coltrol D-X, 
fast-cooler of beverages. 


CoLTROL 


Write for Commercial Coil & Refrig. Co. 
literature 457 N. Artesian Ave., Chicago 


SERVICEMAN: Twelve years’ experience 
in commercial, domestic and air condi- 
tioning. Last 4 years in commercial and 
air conditioning installation and service. 
Have successful record as_ serviceman, 
service manager, shop foreman, commercial 
engineer, factory field service engineer. 
Excellent reasons for making change. Can 
and will go anywhere but Germany, Italy 
or Spain. A good opportunity to secure a 
hard-working, well-trained man. Box 1071, 
Air Conditioning & Refrigeration News. 


PRANCHISE AVAILABLE 


OLD FURNACE Soot... Dirt... Gase- 
ous odors ... etc., disappear when you 
“Double Seal” furnaces, ducts, conductor 
pipes, etc., with Sauereisen Insulating 
Paint No. 19. Not an oil paint, but a fire- 
proof Ceramic Paste. Used by leading 
manufacturers for fireproofing, sealing, 
etc. Order a trial gallon at $3.00. Salesmen 
and distributors wanted. SAUEREISEN 
CEMENTS CoO., Pittsburgh, (1514) Penna. 


EQUIPMENT FOR SALE 


WE OFFER for immediate delivery below 
distributors cost—one each of following 
G.E. condensing units: Water Cooled SO»: 
CM-4W-% Hp., CM-5W-1 Hp., CM-6W-1% 
Hp., CM-6W-2 Hp., CM-8W-2 Hp. Water 
Cooled F-12: CM-F-5W-1 Hp., CM-F-8W-3 
Hp. One only CM-F-4D-% Hp. Air Cooled 
F-12. One only CM-F-6A-2 Hp. Air Cooled 
SO». F.O.B. Louisville, Ky. F. C. JOHN- 
SON, Box 1620, Louisville, Ky. 


BEPAIR SERVICE 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls, 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our. guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 436 West 57th Street, New York City. 


ALL MAKES of reciprocating type com- 
pressors rebuilt or repaired. Discharge 
plate, float valve and compressor body 
exchange service, specializing in Kelvin- 
ator and Frigidaire. New machine per- 
formance guaranteed. Standard size parts 
used—no oversize or reamed parts. Write 
or wire for price list and references. 
RE-NU COMPRESSOR & SUPPLY CO., 
2462 W. Fond du lac Ave., Milwaukee, 
Wisconsin. 


BUSINESS OPPORTUNITIES 


Valves and Fittings 
_ The Standard of the 
CO 


Kerotest Manufacturing Co. 
Pittsburgh, Pa. 


MERCHANT & EVANS CO. 


Phila., Pa., U.S.A. Plant at Lancaster, Pa. 


Silent, vibrationiess, de-~ > — 

pendable, long-lasting 

Powerful grip prevent 

slippage. A nearby dis 

tributor carries a com-~ 

plete stock for appliance 
and machines. 


THE DAYTON RUBBER © 
MFG. CO., DAYTON, OHIO? 


~aiSe nd for the New 
REFRIGERATION CATALOG 
Seven Models of Compressors 
Fifty-eight Models of High- 
sides from 4 H.P. to 15 H. P. 


SRUNNER MANUFACTURING CO. 
snen Teen S| 


HERMETIC HOUSEHOLD unit’ with 
practically all tools and dies for low 
cost manufacture. Very reasonable on 
outright or royalty basis. Unit proven in 
actual service. Reply Box 1067, Air 
Conditioning & Refrigeration News. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Hart To Manufacture 
New Oil Burner 


PEORIA, Ill.—Manufacture of a 
new low-pressure oil burner with a 
fuel capacity of from 3 pints to 5 
gallons per hour will be started early 
this month by the Hart Oil Burner 
Corp. here. 

Known as the Hart “Air Flame,” 
the new burner operates at pressures 
of from 2 to 3 lbs. Engineers for the 
company claim that the new method 
of oil atomization employed in the 
burner eliminates tank hum, pro- 
duces a small fire eliminating over- 
firing, ends the necessity of priming, 
and gives freedom from clogged 
nozzles. 

All parts of the Hart burner are 
guaranteed for five years, with the 
exception of motor, transformer, and 
controls. 


Ericksen Leaves F-M Post 
For Advertising Agency 


DES MOINES, Iowa—Parker H. 
Ericksen, radio sales manager of the 
home appliance division of Fair- 
banks, Morse & Co. for the past two 
years, has resigned this position to 
become associated with Fairall & Co., 
advertising agency with headquar- 
ters here. 

Associated with radio and specialty 
merchandising for the past 10 years, 
Mr. Ericksen was employed for some 
time in the advertising and sales 
departments of Zenith Radio Corp. 
before going with Fairbanks-Morse. 


Emde Heads Detroit Sales 


DETROIT—Ludwig Emde has been 
appointed Detroit district sales man- 
ager of Worthington Pump & Ma- 
chinery Corp., succeeding William J. 
Daly, who recently was transferred 
to the company’s Philadelphia office 


as manager. 


Williams Issues Book 
On New Sales Ideas 


BLOOMINGTON, Ill.—To_ supple- 
ment the summer merchandising 
efforts of its heating equipment 
dealers, Williams Oil-O-Matic Heat- 
ing Corp. has issued a booklet listing 
50 ideas and suggestions on sales 
and promotional activities which will 
help keep the ball rolling during the 
summer months. 

Titled “Half a Hundred Summer 
Activity Tips,” the booklet contains 
suggestions on contests among Oil-O- 
Matic owners, displays, basement 
modernization activity, vacation let- 
ters to prospects, newspaper pro- 
motion, amateur snapshot contests, 
road signs, and other sales-raising 
plans. 

Contest suggestions include one 
for the best 25-word statement about 
Oil-O-Matic, with daily or weekly 
awards and a grand prize at the 
close of the competition; offer of 
prizes for the best snapshots sub- 
mitted by owners, with a daily dis- 
play of entries, or for the _ best 
candid shot of a typical “before and 
after” basement. 

Rhyming signs on roads leading 
into the city also are suggested, as is 
the use of a trailer as a traveling 
demonstrator, and summer selling 
classes conducted with a view to de- 
termining the best hot weather 
approach. 

Special style showings of furnace 
units in hot months are suggested 
with stories of the event in the local 
newspapers. Owner statements and 
“open house” arrangements’ with 
owners also are held up as good 
summer promotions. As a_ special 
promotion, the dealer may stage an 
“owners’ picnic,” with special activi- 
ties for both children and grown-ups. 

Summer sales ammunition is also 
furnished by movies of an installa- 
tion, from the time excavation starts 
for the oil tank on through to the 
actual placing of the equipment, the 
booklet says. 


Dealers also are urged to play up 
the basement modernization idea, 
picturing the modern basement as an 
ideal place in which to “beat the 
heat,” hold afternoon bridge games 
and parties, or listen to the ball 
game. 

Among display suggestions is this: 
consult local newspaper for average 
date of first frost in community for 
the last 10 or 20 years. Then keep 
copy painted on display window 
reading “only 00 days until the first 
frost. Are you prepared?” 


Corning & Armstrong Men 
Hold Joint Convention 


CORNING, N. Y.—Members of the 
research, production, advertising, and 
sales departments of the Corning 
Glass Works and the Armstrong 
Cork Products Co. of Lancaster, Pa. 
met here recently to discuss develop- 
ments in Armstrong-Corning Wool 
insulation. 

G. E. Gregory, sales manager of 
the fiber products division of Corning 
Glass Works, and L. E. Cover, man- 
ager of Armstrong’s equipment in- 
sulation department, were in charge. 


Armstrong salesmen representing 
offices in the territory bounded by 
Boston, Atlanta, St. Louis, and 


Minneapolis were present. 

Discussions covered the use of the 
various forms of Armstrong-Corning 
Wool for the insulation of household 
refrigerators, display cases and walk- 
in coolers, trucks, aircraft, and rail- 
way cars, water heaters, gas and 
electric ranges, and heated industrial 
equipment. 


Wicht Heads Committee 
On Washing Machines 


CHICAGO—John M. Wicht, mana- 
ger of General Electric Co.’s home 
laundry equipment section at Bridge- 
port, Conn., was named chairman of 
a committee appointed by _ the 
American Washing Machine Manu- 
facturers Association at its June 
meeting here to contact management 
companies of the utility industry in 
an effort to enlist their cooperation 
for National Washer and _ Ironer 
Week, Oct. 23 to 29. 

Other members of the committee 
are: L. L. Shawber, Westinghouse 
Electric & Mfg. Co., Mansfield, Ohio; 
Glen H. Franks, Altorfer Brothers 
Co., Peoria, Ill.; and Orr Crites, New 
York manager, Hurley Machine Co. 


Small Business Men Plan 


National Convention 


AKRON, Ohio—First convention of 
the National Small Business Men’s 
Association, an organization formed 
last fall prior to the famous Wash- 
ington conference and which now 
maintains headquarters here, is 
scheduled to be held Sept. 13 to 16 
in Syria Mosque, Pittsburgh. 

This meeting, according to an 
announcement by the _ association, 
will constitute the formal start of a 
definite program aimed at the eradica- 
tion of certain evils deemed to exist 
in the nation today. Pro and con 
addresses on leading national prob- 
lems by outstanding speakers are 
promised. 


Promising Canadian Crops 
Hoped To Boost Sales 


CALGARY, Alta. Canada— An 
encouraging crop outlook is expected 
to boost sales of household appli- 
ances and other merchandise during 
the coming months in Western 
Canada, according to Gordon Harris, 
head of the appliance division of 
Canadian General Electric Co., who 
has just completed a trans-Canada 
tour. ; 

“During the years of adversity, 
many prairie dwellers have had to 
carry on with worn-out machinery, 
out-moded household equipment, and 
have not been able to enjoy the ad- 
vantages of using modern electrical 
appliances,” said Mr. Harris. 


300 FOURTH AVENUE 


BROOKLYN 
NEWA ro 


(PHILADELPHIA 
HARRISBURG 
BALTIMORE 
WASHINGTON 


MELCHIOR, ARMSTRONG, DESSAU CO. 


& NEW YORE, N. Y. 


Refrigeration « Heating 
flix 2. onditioning 


PROMPT SHIPMENT FROM LARGE STOCKS 
FOR THE RUSH SEASON 


Refrigeration Shafts 


For reliable, accurate, time-tested service, 


Shafts by 


“MODERN” are regarded as leaders in the refrigeration 
and air conditioning industry. Send us your blueprints and 
specifications for estimates on your Shaft requirements. 


MODERN MACHINE WORKS, INC. 


5353 S. Kirkwood Ave. 
Cudahy, Wisconsin 


ABSO-DRY 


Pressure Sealed 


DEHYDRA- 
STRAINER "YP 


9 Peas i 


eSTOec Kw ED ayY 


Migs s55/ 

Hear E Hiss*>°> 
A new combination 
dryer and strainer. De- 
hydrant is confined in a 
felt sack inside a fine mesh brass 
screen, therefore particles cannot 


escape into system. Soldered brass shell 
with dispersion tube. Vacuum dried and 
pressure sealed. Choice of 5 dehydrants. 


Ee MA R AL ECO 1001-19 N. SPAULDING AVE. 
aR ATC HEN YV. V « CHICAGO, ILLINOIS 


LEADING J/OBBERS 


MILLS 


COMPRESSORS 


Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 


for Commercial Use 


DA Twist OF A SCREW DRIVER 


CORRECTS 74g WHOLE SCALE 


a@ thermometer or ga 


e has tue paveuted 


When ug 

Marsh “RECALIBRATOR”, you simply turn the 
convenient RECALIBRATOR screw until the pointer 
is corrected at any point on the dial. The instrument 
is then correct at all points beeause the device 
compensates for the bourdon tube and actually 


re-calibrates the instrument. 


The Marsh line of thermometers, 


recorders cover all refrigerants 


conditions. Ask for the b 
JAS. P. MARSH 


gauges 
pressures, 
catalog. 
ORPORATION 


2067 Southport Avenue, Chicago, Ill. 


QUALITY-BUILT 
COMPRESSORS and 
CONDENSING UNITS 


The CHIEFTAIN line repre- 
sents precision manufacture 
and proven service, and is 
designed for all domestic and 
light commercial applications. 


Sizes range % to % HP. 
Write for prices. 


Z—pantm=—=rOn 


TECUMSEH, MICH. 


TECUMSEH PRODUCTS CO. 
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